


Hoard Work Ahead 


ESPITE the fact that sales and 

1) profits are up, there is still plenty 

of hard work ahead of the electri- 

cal wholesaler and his salesmen. This, in a 

nutshell, sums up our impression of the fine 

convention which NEWA held at Hot 
Springs last month. 

Two programs, in particular, call for 
immediate activity. First is the Adequate 
Wiring Program. A definite plan of action 
has already been adopted by NEWA. Prac- 
tical suggestions for the individual whole- 
saler and the wholesaler’s salesman are 
given in Mr. Thomas’ paper, a summary of 
which appears on page nine of this issue. 

The ace selling tool of this program is the 
Handbook of Interior Wiring Design, but 
it must be put to work if the electrical indus- 
try is to get its share of the building dollar. 
And who, better than the wholesaler, can see 
to it that the contractors in his own territory 
actually use this book in their contacts with 
architects, builders and home owners? 


N both New Orleans and Buffalo the local 

Electric Leagues have already arranged 
schools for contractors and wholesalers’ 
salesmen to explain what the Handbook is 
and how it can be used. Wholesalers are 
leaders in League activities. They can be 
instrumental in starting similar schools in 
other cities. 

The second summer activity planned for 
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electrical wholesalers concerns the executive, 
rather than the salesman. NEWA’s Operat- 
ing Cost Committee has completed arrange- 
ments for a detailed study to determine what 
it actually costs the wholesaler to handle 
each principal commodity. July and August 
have been selected as the months for making 
this study, in order that the results may be 
tabulated and a complete report prepared 
for the Cleveland meeting next October. 


HIS report will provide NEWA’s com- 

modity committees with reliable and con- 
vincing data which they can present to 
manufacturers as evidence of the whole- 
saler’s need for adequate margins. The 
eventual results should more than compen- 
sate every NEWA member for the effort 
involved in filling out the forms which he 
will soon receive. This NEWA cost study, 
when completed, together with the special 
study of the electrical wholesaling trade, 
which will be mailed to every wholesaler by 
the Bureau of the Census later this month, 
will for the first time provide this industry 
with accurate and up-to-date data on its costs 
of doing business. 

There are other jobs to be done, but these 
two especially are of immediate importance. 
True, July and August are vacation months, 
but there is work to be done both by the boss 
and by the salesman. Any summer let-down 
would appear to be out of order this year. 


HF. Frvtond 


EDITOR 
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Small 


load protection... Give positive control for motors; especially 
suitable for oil burners, refrigerators, motor-driven machinery 
and lighting loads. 


These switches have rugged, durable mechanisms built to per- 
form with the sturdy integrity characteristic of Arrow-H & H 
Lines. Bakelite arc snuffers increase breaking capacity; kick- 
off release mechanically starts the switch blades in motion and 
prevents sticking; extra- heavy blades and contact jaws increase 
current-carrying Capacity. 
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Motor Starting Switches 


Across-the-Line Type Tumbler Switches, without over- 


Different styles of mounting are s motes for a wide 
range of machine-design requirements. Separate switch units 
are available for installations in switch housings built into 
motor-driven machinery. 


No. 6808 (upper right) is a double-pole switch for single phase 
motors; No. 7808 (lower left) is 3-pole for 3-phase jobs, 
Also, the line includes 3-way, 4-pole and 2-speed reversing 
switches. All have horsepower ratings. .. Everything you may 
need in this line will be found in Motor Starting Switch Cata- 
log No. 7 — on request. 
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The Executive Committee of NEW A, including newly elected members 


Convention Highlights 


Latham re-elected chairman. 


Committees report progress. 


rPYHE record attendance of whole- 

salers, manufacturers, and _ their 
wives, at NEWA’s 29th annual conven- 
tion afforded tangible evidence that 
“better days are here again.” It was 
another working convention. Commit- 
tee meetings were exceptionally well 
attended, despite the lure of the golf 
links, baths and bridle paths. 

In reporting the five full days spent 
at the Homestead it is impossible to 
pick out any one outstanding highlight. 
The ‘addresses, committee reports and 
entertainment features—each was a 
highlight and each is summarized on the 
following pages. 

The executive committee set an ex- 
ample of hard work, holding forth in 
Room 1111 all day Sunday, relieving 
the Association members of many 
routine matters. The Pacific Division 
was represented by M. H. Jankelson 
and G. S. Manuel, who presented an 
interesting account of the labor situa- 
tion which confronts wholesalers on the 
West Coast. 


Commodity Committees 


The commodity committees assembled 
early Monday morning and _ several 
were in session far into the evening. 
The usual conferences with manufac- 
turers were held Monday afternoon and 
Tuesday morning, and many committees 
reported definite progress as a result of 
these joint meetings. 

The fan manufacturers, who have 
shied away from these conferences in 
previous years, were well represented 
and the fan committee reported a most 
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cordial and constructive meeting. The 
conduit and lamp meetings were also 
outstanding and greatly improved con- 
ditions were reported on both of these 
commodities. 

A meeting of the Free Lance Club, 
held late on Monday afternoon, brought 
forth some lively discussion and F. R. 
Eiseman, Chicago, was elected to suc- 
ceed H. J. Baitinger, New York, as 
chairman of this unofficial group of 
independent members. 


The Opening Session 


D. L. Fife, Detroit, chairman of the 
program committee, presided over the 
opening session for members and guests 
on Tuesday afternoon. Chairman 
Latham presented an excellent review 
of industry trends and happenings since 
the fall meeting in Buffalo last October. 
George C. Thomas, Jr., chairman of 
NEMA’s Adequate Wiring Committee, 
clearly explained what each wholesaler 
should do to follow through and cash 
in on this new industry program. 

John Albright’s vivid word pictures 
of a typical electrical wholesaler pro- 
vided real food for thought and aroused 
much interest in the Census Bureau's 
special study of the Electrical Whole- 
saling Trade which will be released 
later this month. Judge Ackerly, the 
final speaker, again accomplished the 
impossible by successfully mixing legis- 
lation with humor. 

Despite stiff competition from eastern 
wholesalers, Sam Rosenthal of Chicago, 
successfully defended his title to the 
Curtis Cup. He is the only wholesaler 


Rosenthal retains Curtis Cup. Commodity 
Fall Meeting at Cleveland week of October 17 


to secure two legs on this trophy, which 
was won by W. E. Robertson in 1929, 
E. A. Hawkins in 1930, and H. A. 
Goodell in 1931. It was out of play 
from 1932 to 1936. 

Closed sessions for members only, 
held on Wednesday and Thursday 
mornings, were given over to the re- 
ports of the various committees. Resolu- 
tions on the death of Wm. H. Hall, 
Jr., Baldwin-Hall Co., Syracuse, and 
Robert A. Riley, Graybar Electric Co., 
Dallas, were presented by F. R. Eise- 
man, Chicago, while E. Donald Tolles 
presented the resolution on the death of 
Franklin A. Overbaugh, former secre- 
tary of the Association. 

The applications of the Interstate 
Electric Co., Shreveport, La., and the 
Litscher Distributing Co., Grand 
Rapids, Mich., for membership in the 
Association were favorably acted upon. 


Adequate Wiring 


At the final session on Thursday, 
E. A. Hawkins, Graybar, who repre- 
sented NEWA on the joint Industry 
Committee on Interior Wiring Design, 
introduced M. E. Skinner, vice-presi- 
dent, Niagara Hudson Power Corp. 
Mr. Skinner, representing his colleague, 
E. A. Brand, chairman of that com- 
mittee, read a paper prepared by Mr. 
Brand, suggesting how each wholesaler 
could put the new Handbook of In- 
terior Wiring Design to work in his 
own territory. 

H. C. Calahan, G. E. Supply Corp., 
New York, as chairman of the enter- 

(Continued on page 44) 














The Chairman’s Address 


Selected paragraphs from Mr. Latham’s 
review of industry developments since the 


Buffalo meeting last October 


URING the past eight months we 

in the electrical business have wit- 
nessed a not altogether unjustifiably 
rapid rise in prices of many of our 
basic commodities. Rising costs of 
labor and materials have made advanc- 
ing costs inevitable and, before we are 
through, we shall undoubtedly see costs 
at much higher levels than obtain at 
present. Temporarily at least, in my 
humble opinion, the period of specula- 
tive buying and of future commitments 
to guard against higher prices is on 
the wane. 

It is also my opinion that whole- 
salers’ inventories are considerably 
larger at this time than is normally the 
case in many of our consistent and 
steady-demand construction material 
items. Just cause for this condition is 
readily found in the very sound and 
reasonable belief that the unusual in- 
crease in demand we have witnessed 
would soon develop shortages and re- 
sult in loss of business if we permitted 
ourselves to become vulnerable and 
caught unprepared to supply the de- 
mands of our customers when and as 
material is required. 


Wholesalers’ Inventories 


Of almost equal importance was the 
necessity of carrying unusually large 
stocks purchased at lower than current 
market levels in order to maintain a 
reasonably competitive position, and last 
but not least, in the minds of many, 
has been the opportunity for speculative 
profits. If the leveling off and steady- 
ing down of prices continues as during 
the past 30 to 60 days and demand is 





L. E. Latham 


maintained at the present rate, whole- 
salers’ stocks will soon be back to 
normal. 


Committee Work 


To undertake to review the work and 
accomplishments of NEWA’s head- 
quarters staff and our several commit- 
tees since our last meeting would 
require several hours. May I say that 
perhaps at no other time in the history 
of our business has there been greater 
need for our national association than 
exists today. Clear thinking and con- 
structive cooperation between the vari- 
ous branches of the industry to promote 
sales of merchandise and of current is 
most essential and desirable. 

NEWA is the clearing house through 
which electrical wholesalers undertake 
to promote their branch of the industry 
and to facilitate, through an exchange 
of ideas, a crystallization of opinion 
which enables their business to progress 
in an orderly manner and keep abreast 
of and in harmony with the other 
branches of the industry. 


“Electrical Wholesaling” 


At this point I would like to express 
on behalf of NEWA’s membership the 
very sincere debt of gratitude the 
wholesaling branch of this industry 
feels it owes to its leading trade paper 
of all time—ELectricaAL WHOLESALING 

(Continued on page 28) 





1. Three Fields. 


Walter Bieringer, Plymouth Rubber, T. C. Treadway, Tread- 


way Electric, Little Rock and E. T. Rowland, Electrical Wholesaling. 

2. Some Foursome. Bert Desaix, Watson Flagg Co., J. G. Slater, Triangle Con- 
duit, H. C. Calahan, G. E. Supply, N. Y. C., and J. A. Hawks, Triangle. 

3. Golfers. W. L. Perry, Perry-Mann Elec., Columbia, S. C., J. G. Johannesen, 
G. E. Supply, Bridgeport, L. V. Murray, G. E. Co., Schenectady, and G. T. 


Marchmont, Graybar, Atlanta. 
4. Chicagoans. 


Mr. and Mrs. Art Anixter, Englewood Elec. and Mr. and Mrs. 


A. E. Grawoig, Continental Products, Chicago. 


5. Another 18? C. W. Higbee, U. S. Rubber, Glenn Sutton, Electrical Wholesaling, 
A. E. Tregenza, Jefferson Elec. and M. P. Lewis, U. S. Rubber. 


6. Midwesterners. Mr. and Mrs. Van N. Marker of Revere Elec., Chicago, and 
Mr. and Mrs. Walter Kiefer, Kiefer Elec., Peoria. 


7. Fittings Men. Arthur Appleton, Appleton Elec., A. F. Hills, Crouse-Hinds 


and A. I. Appleton, Appleton, Elec. 
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To Sell More Wiring 





Geo. C. Thomas, Jr. L | 


‘|. HE consumption of electricity in 

the American home has gone up 
85 per cent on the average since 1929, 
without any appreciable increase in 
wiring adequacy of these millions of 
homes which were then inadequately 
wired, 

Thus, not only are the great majority 
of America’s 22,000,000 wired homes 
suffering from electrical hardening of 
the arteries, but thousands more are 
being “born” each year with that un- 
fortunate disease. 

It is easy to understand why the 
national need for adequate home wir- 
ing has reached its present critical 
condition. We of the industry know 
the reason, but unfortunately, the pub- 
lic does not. The average owner has 
not the slightest idea why wiring 
which was installed to provide for 
lighting only not so many years ago, 
is now totally inadequate because of 
the great increase in use through bet- 
ter lighting, radio and appliances. Wir- 
ing has not kept pace with the in- 
creased use of electricity. 

Although very fine work is being 
done by individual companies in bring- 
ing this to the realization of the public, 
there has heretofore been no concrete 
plan for cooperation along these lines 
by the industry. 
Adequate Wiring Committee has com- 
pleted the task of drawing up in de- 


..__ 


Now the NEMA! 


The chairman of NEMA’s Adequate Wir- 
ing Promotion Committee tells how whole- 
salers can follow through on the new 
industry-wide program 


turned over to the National Adequate 
Wiring Bureau. NEMA will con- 
tinue, for the present year at least, to 
provide funds for putting this plan 
into effect, and to provide the necessary 
staff. As soon as this plan is put into 
effect by the National Adequate Wir- 
ing Bureau, it will be up to all mem- 
bers of all branches of the industry 
to lend their aid in putting the plan 
across. 

What can you as electrical whole- 
salers do to assist in furthering this 
plan? 

Each individual wholesaler should 
see that a local organization is set 
up in his territory to handle the plan; 
and where local organizations are al- 
ready set up, such as_ Electrical 
Leagues, be sure they adopt the plan. 

Educate your employees to talk ade- 
quate wiring whenever and wherever 
possible, and to use for this purpose 
ideas that will be recommended by 
the Bureau, 

Put adequate wiring frequently on 
the agenda for your sales meetings. 

It is the wholesaler who occupies a 
preferred liaison position not only with 
respect to other branches of the elec- 
trical industry but also with respect to 
those outside the industry. Because of 
this unique position which he holds, 
the wholesaler is a most important link 
in disseminating information to others. 

The contractors, for instance, have 
the greatest opportunity to directly sell 
adequate wiring to the public on every 


call, but in most cases it is the whole- 


terested in the plan and acquaint him 


Je who must get the contractors in- 


tail a complete plan. This plan is being¥/ @with what he can accomplish. 





8. Before The Meeting. Chairman L. E. Latham, E. B. Latham & Co., N. Y. C. 

is tickled at something. At his right, Al Byers, NEWA< staff and Mrs. C. E. 

Schrock, note-taking whiz. 

9. Wholesaler-Reflector Men. C. B. Harlow, Benjamin Elec., J. Isaacs, City- 

Elec., Syracuse, and W. M. Goodrich, Goodrich Elec. 

10. Round Table Conference. Mrs. L. S. Klose, L. R. Klose Elec., Kalamazoo, 

Ls L. Knopp, Capitol Elec., Lansing, and Chris Litscher, Litscher Distr., Grand 
apids. 

11. Fellow Townsmen. W. A. Ward, Wesco, and “Denny” Cohen, Glasco Elec., 

St. Louis. 

12. Serious. A. J. McGivern, Chicago Electrical Wholesalers Assoc., L. E. Reid, 

American Elec. Co., St. Joseph, Mo. and J. C. Dupont Jr., Lighting Fixture & 

Elec. Supply Co., New Orleans. 

13. Not Golfing. Maxine Van Cleef, Van Cleef Bros., Henry Czech, Wesco, 

Milwaukee, and H. P. Andrae, Wesco. 

14. At The Clubhouse. A. E. Snyder, Westinghouse Lamps and W. Jockers, 

Diehl Mfg. Co. 
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The Typical Wholesaler 


The head of the Census Bureau’s Whole- 
sale Division presents an intimate picture 
of a representative electrical wholesaling 


establishment 


HE typical electrical wholesaler is 

located in a city of over 100,000 
population. His sales for the year 1935 
were approximately a half million dol- 
lars. His operating expenses amounted 
to 15 per cent of sales, three-fifths of 
which was in the form of pay roll. The 
typical establishment is owned by a 
corporation, employed 17 people and 
carried stocks valued (in terms of 
manufacturers’ prices) at approxi- 
mately $60,000. One-fourth of this 
amount represented goods not owned 
but held on consignment. It confined 
its business very largely to electrical 
goods divided as follows: Wiring sup- 
plies and construction materials, 40 to 
50 per cent; apparatus and equipment, 
10 per cent; and radios, appliances and 
specialties, 30 to 40 per cent. 


Comparisons with Previous Years 


In 1929, the business of this repre- 
sentative house amounted to $900,000 
from which it dropped to a low of 
$235,000 in 1933. Between 1933 and 
1935 it rose approximately 100 per 
cent, but it was still substantially 
short of the 1929 level. While sales 
gyrated greatly, employees, pay roll, 
total expenses and stocks on hand 
maintained a more even keel. Between 
1929 and 1933 when sales dropped 64 
per cent, employees declined only 32 
per cent, full-time pay roll 49 per 
cent, total expenses 49 per cent and 
stocks on hand 33 per cent. The re- 
sult, of course, was a material change 
in the operating expense ratio, which 
rose from 14 per cent for 1929 to 19 
per cent for 1933 and then returned to 
15 per cent in 1935. 





Bachrach 


John Albright 


Operating Expenses in 1935 


Operating expenses, as defined for 
census purposes, cover total pay roll 
and other charges, such as .adminis- 
trative, selling, delivery, warehousing, 
occupancy and miscellaneous expenses. 
The amount does not include charges 
to capital accounts, cost of goods sold, 
nor income taxes. In the case of un- 
incorporated businesses, no compensa- 
tion is included for the services of pro- 
prietors and firm members. 

When operating expenses are ana- 
lyzed in detail, it is found that selling 
expenses were the most important 
single division, amounting to one-third 
of the total. On the sale of a bill of 
goods amounting to $100, the repre- 
sentative house may expect to incur 
expenses of $5 in the form of sales- 
men’s salaries and expenses, plus ad- 
vertising and other selling costs; $4.50 
in the form of administrative expenses ; 
$1.80 for warehousing the goods; $1.70 
for occupancy charges; and, in general, 
$.60 for delivering the bill of goods. 
A small amount of additional expense 
would be incurred to bring the total 
up to $15. Should the average es- 
tablishment elect to increase its size, 
it might normally expect a slight de- 
crease in the operating expense ratio 
for it is found that, in general, ex- 
penses as a per cent of sales show a 
slight but consistent decrease as the 
size of the house increases. Expense 


(Continued on page 28) 





15. Lunch Time. 


“Denny” Cohen, Glasco, St. Louis, Art Anixter, Englewood 


Elec., Chicago, W. A. Ward, Wesco, St. Louis, and A. E. Grawoig, Continental 


Products. 


16. Smiles And Sunshine. Maurice Lackritz, mfr. agent, Chicago, Frank Argast, 
Hatfield Elec., Indianapolis and W. W. Grahling, Grahling Bros. 


17. From The Windy City. Richard Wildauer, A. H. & H., William Stacey, 
Bryant Elec. and Jack Sadler, Commonwealth Edison. 


18. Smiling Ladies. 


Mrs. Heron, Mrs. Slater and Mrs. Hawks. 


19. On The Tee. These G. E’ers are Ralph Cordiner, J. L. Busey, R. A. Shackle- 


ford and A. C. Sanger. 
20. Nearly A Quartet. 


21. Greetings. 
Shawmut. 


Van N. Marker, Revere Elec., 
Tower-Binford, Richmond, Va., and N. H. Boynton, G. E. 


Glenn Sutton, Electrical Wholesaling and M. C. Carroll, Chase- 


Chicago, J. B. Dunn, 


Lamps. 
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Legislation 





Dana T. Ackerly 


HE subject assigned me is “Where 

does Federal and state legislation 
leave the electrical wholesaler?” It 
never leaves him. At birth, there is a 
penalty if he fails to register with the 
Board of Health. Nor can he be laid to 
rest without a Death Certificate and 
a Burial Permit. The purpose of the 
death certificate is to make certain that 
the subject has no further earning ca- 
pacity and the object of the burial per- 
mit is to be sure that he is taking 
nothing with him. 


Social Security Laws 


The Federal Social Security Act, that 
I discussed at your Chicago meeting, 
is now in operation and has been applied 
and interpreted by the Federal Social 
Security Board. The Supreme Court, 
by a vote of seven to two, has decided 
that the old age pension provisions of 
the law were constitutional and by a 
vote of five to four that the unemploy- 
ment insurance provisions were valid. 
Apparently, two judges of the court 
felt there was less excuse for unemploy- 
ment than there was for old age. 

What is being done with Federal pen- 
sion taxes you pay? They are now 
taken by the government, which gives 
its own I.0.U. to itself, and used for 
current expenses with the obvious result 
that the government will some day owe 
the old folks more than it owes itself 
and we can all start fresh. 


Fair Trade Laws 


Twenty years ago, your association 


Developments in Federal and state legisla- 
tion since the Buffalo meeting are outlined 


by the Association’s counsel 


joined with many others in urging the 
enactment of a Federal Fair Trade 
law, to protect identified or trade marked 
merchandise from loss leader advertising 
methods and other piracy. Thus far, 
37 states have enacted such laws, all 
of them having been adopted in the past 
four years and a majority in the last 
12 months. Congress, last month, as 
it appeared, was about to enact a similar 
law known as the Miller-Tydings bill, 
permitting such contracts in interstate 
commerce, but the President announced 
that he did not favor such legislation 
and there is no present prospect of its 
passage. The reason stated was that 
the government desired to prevent a 
boom. This would appear to be the 
case of locking the stable door before 
the family horse has been acquired. 


Robinson-Patman Act 


The Federal Trade Commission has 
issued a score of complaints under the 
statute so that we shall have, within 
the next year, rulings by the commis- 
sion and the courts that will help to 
guide us. We can then be more dis- 
criminating in determining when law- 
fully to discriminate. 

The recent complaints issued by the 
Federal Trade Commission under the 
Robinson-Patman Act indicate that it 
is considered an unfair trade practice 
for buyers to accept or demand allow- 
ances, refunds, rebates, unearned cash 
discounts or special services or priv- 
ileges not openly extended to and en- 
joyed by all. 

As respects your dealings in inter- 
state commerce, this interpretation of 
the law should be useful to you in hav- 
ing your customers discontinue the 
practice of taking unearned discounts 
for cash. 





22. What’s The Dope? L. M. Nichols, G. E. Supply, Bridgeport and R. D. 


Glennie, G. E. Supply, Buffalo. 


In the background, Forrest Webster, Cutler- 


Hammer, and S. S. Front, The Front Co., Wheeling, have a few words. 
23. Resting? R. Y. Morgan, Economy Fuse and G. T. Morrow, Curtis Lighting. 
24. All’s Well. Forrest Webster, Cutler-Hammer and Morris Blumberg, Madison 


’ Elec., Detroit. 


25. Real Golfer. Sam Rosenthal, Hyland Elec., Chicago, practises his putting. 
26. Cigar and Putter. J. S. Messer, Economy Fuse, N. Y. C. 
27. Adding Up. C. D. Slaughter and H. N. Walker add up their scores. 


28. Good Friends. 
Co-Op Elec., Chicago. 


Otto Frankenbush of Hawkins Elec. and Harry Roseth, 
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Committee Reports 


Brief summaries of the recommendations presented 


to the convention by the various commodity commit- 


tees, following their conferences with manufacturers 


Apparatus and Control 
J. A. Munhall, Acting Chairman 


1. A two per cent cash discount on 
both motors and control. 


2. Distribution of meter entrance and 
safety switches to utility companies 
through wholesaler channels. 

3. A general increase of two per 
cent in the wholesaler’s compensation 
on panelboards. 

4. That all wholesalers give serious 
consideration to motors and control, as 
these lines are rapidly becoming part of 
the wholesaler’s standard business. 


Armored Conductors 


H. J. Baitinger, Chairman 


1. The manufacturer’s local ware- 
house stock is not economical since the 
wholesaler is better equipped to per- 
form this service. 

2. That the individual manufacturer, 
to avoid discrimination, put any price 
changes into effect at midnight, sending 
out all notices after the close of busi- 
ness on the previous day. 


Industrial and Commercial 
Lighting 
E. A. Hawkins, Chairman 


1. Additional compensation to cover 
the cost of special sales effort by the 
wholesaler in exploiting new lighting 
devices. 

2. That the manufacturer review his 
lines with a view to eliminating dupli- 
cate items. 

3. Manufacturers reported a tendency 
to reduce the number of wholesale out- 
lets to include only those doing con- 
structive promotional work. 


4. Elimination of the expense to the 
wholesaler of installing samples without 
cost to the prospect. 

5. A price structure on mercury vapor 
lamps which will enable wholesalers to 
distribute this merchandise in the nor- 
mal way and will provide sufficient 
margin to allow both wholesalers and 
dealers to function properly. 


Conduit 
W. J. Drury, Chairman 


1. That the present 15 day protection 
period allowed electrical contractors on 
orders for carload quantities be extended 
to 30 days. 

2. That combined carloads of elec- 
trical conduit and merchant pipe be sold 
only to those distributors who perform 
all the recognized functions of the 
wholesaler on both lines. 


Fan Motors 


McKew Parr, Acting Chairman 


In a joint meeting with manufac- 
turers, the comparative advantages of 
consigned stocks as against outright 
sales to distributors were discussed, also 
the matter of distributors’ advertising 
and the supplying of advertising mate- 
rial by manufacturers. Representatives 
of six manufacturers were present and 
the committee reported that the mutual 
study of joint problems was of great 
value to both wholesalers and manu- 
facturers. 


Lamps 
W. I. Bickford, Chairman 


The Mazda lamp manufacturers in- 
formed the committee that they have 
completed a very comprehensive study 





29. Who Won? C. B. Peck, Charleston (W. Va.) Elec., C. H. Porter, Anaconda, 
M. W. Nichols, Nichols Elec., Dayton, and M. J. McCarthy, Anaconda. 


30. Serious Moment for “Bob” Arnold of the Silex Co. 








31. Photographer. Maxime Van Cleef, Van Cleef Bros., shoots a picture while 
his is taken. How did it come out? 


32. West Point. H. H. Weber of U. S. Rubber stands mighty erect. 


33. Teacher. August Kubec, Kubec Elec., Chicago, was mighty helpful in low- 
ering the writer’s game. Thanks. 


34. Calm Contentment for Mr. and Mrs. Jack I. Bogdan, B. & B. Elec., Cincinnati. 


35. Nice Shot? Hoyt O. Smith, Hardware & Supply, Akron and B. T. Hare, 
Rumsey Elec., Philadelphia, watch an approach shot. 
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of the entire large lamp business, and 
now have under consideration certain 
changes in their sales plan which they 
expect to announce within the next 
few months. These changes should 
make it possible for B agents to obtain 
a substantial volume of lamp business 
not now available to them, and should 
increase the overall compensation of 
B agents. 

The committee suggested to the manu- 
facturers : 


1. That they adopt a policy whereby 
they would not compete with their own 
distributors in securing lamp business 
now available to their B agents. 

2. That any agency contract held by 
B agents, where the service is trans- 
ferred to the manufacturer, should be 
open to the solicitation of any B agent 
formerly serving that contract, irrespec- 
tive of its size. 

3. That the number of shipments by 
the manufacturer to a distributor’s 
warehouse without penalty charge be 
increased from 17 per month to one for 
each working day. 


Outside Construction Materials 
J. G. Johannesen, Chairman 


1. That the manufacturer provide 
sufficient compensation to cover the 
wholesaler’s expense of handling both 
shipments from warehouse stocks and 
direct from factory. 

2. That wholesalers be provided with 
a margin of not less than five per cent 
to cover their expenses of distribution 
on bare and weatherproof wire, includ- 
ing the costs of warehousing, shipping, 
extending credit and increased labor 
charges. 


Residential Lighting 
S. S. Front, Chairman 


1. That the customary margin of 334 
per cent is insufficient to cover the 
wholesaler’s necessary expenses, because 
a considerable proportion of residential 
lighting fixture business is sold by the 
distributor for the dealer—the distribu- 
tor in effect undertaking the retailing 
of this merchandise. 


2. That distributors operating in ex- 


tended territories undertake to establish 
displays with contractor-dealers in cen- 
tral trading points. 

3. That, wherever possible, a lighting 
fixture specialist be responsible for the 
conduct and development of the whole- 
saler’s fixture department. 


Wiring Devices 
H. D. Roseth, Chairman 


The committee discussed with repre- 
sentatives of manufacturers increased 
compensation on slow-moving items; 
elimination of duplicate items; the dis- 
couragement of sub-standard items; 
the adoption of universal catalog num- 
bers; the simplification of resale sched- 
ules to reduce the clerical costs of 
handling orders, also taxes and their 
relation to profit margins. 


Wire and Cable 
W. J. Kranzer, Acting Chairman 


1. That the wholesaler should receive 
a compensation of five per cent on direct 
shipments ift order to be fairly com- 
pensated for his services. 

2. That manufacturers’ price advances 
be made by changing list prices rather 
than by shortening discounts, since the 
wholesaler’s costs are also increasing. 


3. That wholesalers be compensated 
for their actual cost of handling reels. 
(A recent survey indicated such costs 
to be 25 per cent.) Also that manufac- 
turers study the problem of eventually 
furnishing wires and cable on non- 
returnable no-cost reels, in order that 
the costly nuisance of handling and 
returning reels be eliminated. 


Heating and Motor-driven 
Appliances 


C. E. Ludovici, Chairman 


1. Manufacturers present suggested 
that wholesalers segregate their sales 
efforts between merchandising and non- 
merchandising lines, and also maintain 
well-organized sales promotional depart- 
ments. 


2. It was again recommended that 
(Continued on page 30) 





36. What’s Up. R. S. Smith, Economy Fuse (foreground) smiles while G. T. 


Morrow, Curtis Lighting shakes a 
37. Something Amused J. 


finger. 
H. Collier, The Steelduct Co., Youngstown. 


38. Bring On the Sun, and that hat A. E. Tregenza of Jefferson Elec. is wearing, 


will handle the shading job. 


39. Lining It Up. Henry Reinhardt of Frank Adam Elec. Co., St. Louis. 


40. Southerner-Yankee. 
J. S. Messer, Economy Fuse, N. Y. C. 


Cecile Matthews, Matthews Elec., Birmingham, and 


41. “Cigar Helps,” says Ralph Cordiner of G. E. 
42. Observing. F. F. Skeel of Crouse-Hinds, Chicago, watches someone take 


a crack at the ball. 
43. Tug-Of-War. 


Glenn Sutton, Electrical Wholesaling, seems to be “taking” 


C. W. Higbee, U. S. Rubber, at the moment. 
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Convention Sidelights 


“Off the record” happenings in and around the Homestead, 
as picked up by Electrical Wholesaling’s staff photographer 
and roving reporter 


NCE again May has come and 

gone and once again members 
and guests of NEWA spent several 
grand days down at the Homestead, 
Hot Springs, Va. As per usual, when 
electrical ladies and gentlemen get to- 
gether, things happened. 

For example, out on the golf course 
“things happened” that always create 
a stir in one direction or another. A 
heated argument was heard and wild 
bets offered on whether or not Mc- 
Carthy of Anaconda would break 70. 
Whether that slick golfer did the trick 
or not isn’t definitely known, but he 
did walk home with a 71 to cinch 
manufacturers’ low gross, A match be- 
tween “Mac” and Sam Rosenthal would 
be well worth watching, for the Chi- 
cagoan is no slouch at the game. 

Not many of us were around to hear 
Al Byers let loose when one of his 
drives started off in good fashion only 
to become suddenly friendly with one 
of those heavy wire rods over the 
water spickets. Result of the meet- 
ing of ball and wire was that Al’s 
ball was resting calmly on the tee and 
he was shooting two. 

MacCrellish of Graybar was much 
more fortunate. Driving off the first 
tee he hooked. The ball met a friendly, 
or at least considerate, Ford coming 
down the road and, instead of finding 
himself penalized a stroke, MacCrel- 
lish had fine position in the middle of 
the fairway. 

Even Bobby Jones had to begin 
golfing from scratch and his first round 
probably wasn’t so hot, so some of our 
electrical friends shouldn’t be disap- 
pointed if their first game didn’t break 
70. Names are “out” because of the 
threat of a cruel murder, but a tape 
manufacturer, who continually smokes 
a pipe and a Chicago wholesaler, who 
is always seen with Harry Roseth and 
George Steiner, made their debuts in 
the golfing world with some astounding 
scores. The tape man took a cool 93 
and the wholesaler from West Wash- 
ington Blvd. added up to 116. We 


don’t dare tell whether the scores cov- 
ered nine or 18 holes. 

Speaking of snappy golf (again no 
names) the editor of a well known 
publication which serves the electrical 
wholesaling field had a large gallery 
on edge with his 139 round, 

Donald Tolles is trying to drop some 
of his many responsibilities, but it looks 
as though he is obliged to handle 
another job before the next Hot 
Springs meeting. It happened because 
of that sport coat he wore. To say 
that said coat created a furore would 
be putting it mildly. Those colored 
boys, who see plenty of fancy dressers, 
unanimously proclaimed that Mr. Tolles 
had the best looking coat seen this 
season. Further they would have bet 
their week’s earnings that the gentle- 
man had bought it in merry old Lon- 
don. He assured them that his New 
York tailor turned it out. For advice, 
write care of NEWA. 

C. W. Higbee of U. S, Rubber seems 
to be a diving expert, also a rather 
large gentleman. Diving for quarters 
at the Warm Springs pool, he was 
observed by Arch McKay of Detroit, 
who shouted, “See that. The water 
rose two feet when that fellow hit 
the pool.” 

His wife, though, thinks he isn’t very 
large compared to our own Glenn Sut- 
ton. Quoting Mrs. Higbee, “Standing 
beside Glenn Sutton, C. W. really 
doesn’t seem so big.” 

They do everything smoothly at the 
Homestead, If you were out on the 
front porch Tuesday afternoon at 5:35 
you would have seen (not heard) the 
voluntary fire engine come shooting 
along the drive and up on the lawn. 
The boys jumped off all ready for ac- 
tion, a small crowd assembled, but it 
turned out to be a false alarm. 

It must have been the high altitude 
that caused the breakfast conversation 
of Mary Ann Rodgers and Jane Weber 
to open like this. Said Mary Ann, 
“Where is my gody buard?” It 

(Continued on page 41) 





44. “Bring On The Rain,” shouts Luther Reid of American Elec., St. Joseph, 


Mo. 
45. From Chicago is R. S. Smith of Economy Fuse. 
46. Briefcase And All. A. E. Newman, G. E., Bridgeport. 
47. Watching It hit the cup is Herb Metz of Graybar. 
48. Everything’s Fine for H. L. Everest of A. H. & H. 
49. “He'll break 70,” claimed Hoyt O. Smith, Hardware & Supply, Akron, in 


talking about a whiz bang golfer. 
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Executive Committee 


CHAIRMAN 


L. E. Latham, E. B. Latham & Co. 
New York City 
Re-elected 


VicE-CHAIRMAN 


J. G. Johannesen, G. E. Supply Corp. 
Bridgeport 
Succeeding H. O. Smith 


CHAIRMAN, ATLANTIC DIVISION 


Walter Williamson, Westinghouse 
Electric Supply Co. 
New York City 
Succeeding H. J. Baitinger 


CHAIRMAN, CENTRAL Division 


E. A. Hawkins, Graybar Electric Co. 


New York City 
Succeeding F. R. Eiseman 


CoMMITTEEMAN-AT-LARGE 
J. G. Johannesen, G.E. Supply Corp. 
Bridgeport 
Succeeding F. R. Eiseman 


Elections 


District REPRESENTATIVES 
H. I. Sackett, H. I. Sackett Electric Co. 
Buffalo 
Succeeding Wm. H. Hall, Jr. 


C. W. Johnson, Johnson Electric 
Supply Co. 
Cincinnati 

Succeeding F. W. Kleine 


R. G. Berle, Westinghouse Electric 
Supply Co. 
Dallas 
Succeeding R. A. Riley 


D. L. Fife, Fife Electric Supply Co. 
Detroit 
Succeeding T. E. Lowe 


J. M. Newton, Oakes Electrical 
Supply Co. 
Holyoke 
Succeeding G. H. Wahn 


C. E. Mason, Novelty Electric Co. 
Philadelphia 
Succeeding Phillip Cass 


Golf and Bridge Winners 


WINNERS OF GOLF PRIZES 
Curtis Cup (Wholesalers’ Low Gross) : 
S. Rosenthal, Hyland Electrical Supply 
Co., Chicago 


MANUFACTURERS Low Gross: M. J. 
McCarthy, Anaconda Wire & Cable Co. 


Kicker’s Contest, WHOLESALERS: C. 
R. Pritchard, G. E. Supply Corp., Phil- 
adelphia; H. Metz, Graybar Electric 
Co., New York City; N. Newman, West 
Philadelphia Electric Supply Co., Phila- 
delphia; C. E. Ludovici, Westinghouse 
Electric Supply Co., Philadelphia, and 
A. J. McGivern, Chicago Electrical 
Wholesalers Association. 

KicKEr’s CONTEST, MANUFACTURERS: J. 
G. Slater, Anaconda Wire & Cable Co.; 
C. B. Harlow, Benjamin Electric Mfg. 
Co.; H. N. Walker, Walker Bros.; M. 
D. Blitzer, Lightolier Co. and W. H. 


Frank, BullDog Electric Products Co. 


LaApDIEs BRIDGE PRIZEs 


Mrs. D. L. Fife, Detroit; Mrs. Wm. 
Frank, Detroit; Mrs. L. E. Latham, 
New York; Mrs. H. H. Tully, Pitts- 
burgh; Mrs. E. A. Jones, Albany; Mrs. 
A. Grawoig, Chicago; Mrs. A. Kubec, 
Chicago; Mrs. W. J. Drury, New York; 
Mrs. E. Roberts and Mrs. B. Lange- 
luttig, Baltimore. 


LapiEs PutTinG CONTEST 


Mrs. H. C. Clarke, Detroit, and Mrs. E. 
K. Moore, Bridgeport, tied for Ist place 
with 38 each. Mrs. Clarke won the 
play-off. 

Mrs. R. Fish and Mrs. H. Schott of 
Montclair, N. J., tied for 2nd place 
with 39 each. Mrs. Schott won the 
play-off. 





50. Calmly Waiting for his turn to drive is C. H. Porter of Aanaconda. 
51. At The Convention it was learned that Murray Whitfield resigned from 


Steel And Tubes to go with Appleton. 


52. On The Porch. R. C. Moeller of Collyer Insulated Wire. Pawtucket, R. I. 
53. Association Man. J. J. McDevitt Jr. of the NEWA staff. 

54. From Milwaukee came Claude G. Matthews of Graybar. 

55. Another Ball for H. C. Calahan of G. E. Supply, N. Y. C. 
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MEN 


YOU SHOULD KNOW | 





Young, But Well Qualified 


x Ben S. Gambill 


President, Braid Electric Co. Nashville, Tenn. 


LTHOUGH only in his thirties, Ben Gambill heads one 

of the largest independent houses of the south. Com- 
bining a broad education with practical experience in all 
departments, and an alert, practical mind, he has already 
established himself as a capable wholesaling executive. 


ASHVILLE is a delightful spot 

and Mr. Gambill has made a 
good living there, so can hardly be 
blamed for never leaving the city to 
earn a livelihood any other place. It 
was, in fact, the place of his birth on 
March 27, 1904. 

Before he could start in the busi- 
ness world selling electrical supplies 
and appliances, his parents highly 
recommended some schooling, so the 
records of a local grdmmar school 
show that Ben S. Gambill enrolled one 
September day in 1911, and that he 
graduated in 1919, The diploma evi- 
dently didn’t make much of an im- 
pression on his folks, and he was sent 
to high school, where he finished in 
three years. When the principal 
patted him on the back and said, 
“Good going,” Ben thought surely he 
could go to work, but his educational 
program was destined to continue. He 
enrolled at Vanderbilt University. 
Several years later, the time finally 
arrived when he could apply his 
theoretical training to earning a living 
in the really tough “school”. 

His father was owner of the Braid 
Electric Co., a firm that had been in 
business since 1879. The late W. W. 
Gambill believed his son should learn 
the game from the ground floor, con- 
sequently when Ben reported for 
work he was, put in the stock room. 
He wasn’t a complete beginner, for 
as early as his grammar school days 


16 


‘merchandise lines. 


he had spent a portion of each sum- 
mer in the warehouse. Occasionally, 
during his early school days, he 
missed a fight or ball game to hang 
around his dad’s place of business. 

He remained in the warehouse 
until he was prepared to handle 
counter sales. After some months at 
the counter, he was put on the out- 
side sales force, where he continued 
until his father passed away in 1933. 

The responsibility of operating the 
business fell on Ben Gambill at that 
time. He continued the principles of 
his father and today the Braid Elec- 
tric Co. is one of the largest inde- 
pendent houses in the section. 

Mr. Gambill doesn’t believe in oper- 
ating a highly specialized sales force. 
Rather, it is his practice that his 
sales force be made up of men who 
are qualified to sell both supply and 
His salesmen, 
therefore, contact the entire field of 
contractors, industrials, dealers, utili- 
ties and municipalities. 


NE of the interesting “institu- 

tions” at the Braid Electric Co., 
is “Jim” Scott. Jim is the rather old, 
but active Negro porter whose job it 
is to keep everything spick-and-span. 
He is by far the oldest employee of 
the company, having concluded 48 
years of service. If the case of Jim is 
any criterion, it must be the practice 
of the Gambills to be considerate of 


all employees, and possibly much of 
the success of the firm is due to this 
fine spirit which exists between em- 
ployer and employees. 

In September, 1935, the quarters of 
the company were becoming inade- 
quate to handle increased business, 
and Mr. Gambill found a better loca- 
tion at 109 Eleventh Ave., South. 
When making arrangements in the 
new home, an extremely practical 
and attractive fixture display room 
was installed on the second floor. 
This room is used for demonstration 
purposes by contractors and dealers 
who aren’t in a position to carry an 
adequate display themselves. 

The future looks bright, according 
to this statement of Mr. Gambill: 
“The possibilities for the next ten 
years in this territory will be greater 
than any previous ten year period, 
due to the activities of TVA in the 
Tennessee River Valley.” 


H: S organization, along with other 
local wholesalers, has sold thou- 
sands of dollars worth of electrical 
equipment through the activities of 
this agency. Not to be outdone, the 
private utilities have vigorously ex- 
tended their lines, lowered their rates, 
promoted the use of electricity—all of 
which is of benefit to wholesalers in 
the territory. 

Delving into Mr. Gambill’s private 
life, it must be mentioned that he is 
somewhat of a newlywed for the 
merry wedding bells didn’t ring in his 
ears until January, 1936. Last sum- 
mer the Ben Gambills spent many 
week-ends at their place on Duck 
River, some 40 miles from Nashville. 
While there, Ben spends most of his 
time swimming and fishing. When 
he gets on the tennis court he plays a 
good game. 
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NON-METALLIC 
SHEATHED CABLE 


FOR 
GENERAL WIRING 
REQUIREMENTS OF 
FRAME STRUCTURES 


® 

Guarpian 

BUILDING WIRE @32.: 
a FOR 
“CONDUIT, DUCT OR 
RACEWAY INSTAL- 
LATION, OR FOR 
“SKNOB AND TUBE 
WIRING 


ANGHBY YCRK os PHILADELPHIA 





It’s No Time To Let Stocks Get Low 


Residential, commercial and industrial construction 
is booming along at a pace which should keep you 
busy. In times like this, stock keeping and the main- 
tenance of inventories require teamwork between 
manufacturer and supply house. It is a time when 
your long acquaintance with General Cable policies 
of jobber cooperation gives you confidence that 
your needs will be given the best of attention. With 
all our plants equipped for efficient, high standard 
production you can “pin your faith” to GUARDIAN, 
ROomMEX and other General Cable products. 


GENERAL CABLE 
CORPORATION 


PITTSBURGH ° ROME (N. Y.) , SAN FRANCISCO *  §$T. LOUIS * SEATTLE * WASHINGTON (D. C.) 
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“Streamlined” Kitchens are a typical example of the electrified home 
equipment people are buying today. They want new standards of 
comfort, convenience and labor-saving. And these new standards 
prove a desire for quality and dependability. Merchandisers who are 
thriving in this market give them-what they want. The very beginning of 
a dependable electrical installation is Cutler-Hammer Meter and Serv- 
ice Entrance Equipment. CUTLER-HAMMER, Inc., Pioneer Manufac- 
turers of Electric Control Apparatus, 1327 St. Paul Ave., Milwaukee, Wis. 


BETTER SERVICE sera FOR THE POWER COMPAN 


BETTER FOR THE CONTRACTOR 
EQUIPMENT BETTER FOR THE USER 
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Meeting 


MISSOURI VALLEY CLUB 
Excelsior Springs, Mo. 





29 and 30 







































































Total attendance exceeds 





20 ‘Trading Areas Represented 
At Excelsior Springs Meeting 


200. McCaffery-Dubsky 


Golf Trophy won by George Butler of Steel and Tubes 


TFXHE joint meeting of the Lake 
Michigan and Missouri Valley 
Clubs, held at Excelsior Springs, Mo., 
April 29 and 30, took on the aspects of 
a national convention. Not only was 
the entire middle west well represented, 
but a number of manufacturers’ execu- 
tives went out from Pittsburgh, New 
York, Hartford and other points east. 
While manufacturers, their agents 
and representatives, out-numbered the 
wholesalers two to one, there were 
wholesalers present from about 20 mid- 
west cities, including Chicago, Elgin, 
Rockford, Milwaukee, Peoria, St. Louis, 
Kansas City, St. Joseph, Springfield, 
Mo., Indianapolis, Des Moines, Daven- 
port, Cedar Rapids, Omaha, Leaven- 
worth, Minneapolis, Oklahoma City, 
Muskogee and Tulsa. 

At the conclusion of the two-day ses- 
sions, Walter S. Blue, Columbian Elec- 
trical Co., Kansas City, was elected 
chairman for the ensuing year, succeed- 
ing Harry D. Roseth, Co-Op Electric 
Supply Co., Chicago. 

The convention sessions were devoted 
to informal discussions, as reported in 
ELECTRICAL WHOLESALING last month. 

Golf tournaments were held both 
afternoons. The McCaffery-Dubsky 
Cup, which was first put into play at 
French Lick last year, was won by 
George Butler of Steel & Tubes, Inc., 
with a low net of 73. Only members 
of the Lake Michigan Club were eligi- 
ble to compete for this trophy. 

Other winners in the first day’s 
tournament were: Sam Rosenthal, Hy- 
land Electrical Supply, Chicago, low 
gross; T. D. Cook, Cook Electric Sup- 
ply Co., Oklahoma City, low net, and 
C, A. Anderson, Bussman Mfg. Co., 
Kansas City, high gross. Blind bogey 
winners were A. Kubec, Kubec Electric 
Co., Chicago; A. A. Overbaugh, Over- 
baugh & Ayers Mfg. Co., Chicago; H. 
R. Coward, Steel & Tubes, Inc., Kansas 
City: A. J. McGivern, Chicago Elec- 
trical Wholesalers Association; H. Von- 





Brandenburg, Sangamo Electric Co., 
Springfield, Ill.; H. J. Reinhardt, Frank 
Adam Electric Co. St. Louis; A. 
Schroeder, Laclede Steel Co., St. Louis ; 
Wm. Fullerton, Fullerton Electric Sup- 
ply Co., Muskogee, Okla.; W. H. 
Rademacher, General Electric Co., In- 
candescent Lamp Div., St. Lapis, and 
O. I. Lewis, Rome Cable Corp., Chi- 
cago. 

Special prizes were awarded to W. 
H. Leo, Laclede Steel Co., Kansas City, 
for the most 4’s on the first 9; George 
Butler, Steel & Tubes, Chicago, most 
5’s on the first 9; W. A. Ward, West- 
inghouse Electric Supply Co., St. Louis, 
most 6’s on first 9; W. B. Heaps, Exec- 
TRICAL WHOLESALING, most 5’s on sec- 
ond 9; W. H. Haile, National Carbon 
Co., Chicago, most 6’s on second 9; 
A. J. McCall, Graybar Electric Co., 
Kansas ‘City, most 8’s on 18, and A. H. 
Kahn, G. E. Supply Corp., Chicago, 
most 9’s on 18. 


Second Day’s Tournament . 


Earl Nelson, Hubbard & Co., Kansas 
City, turned in low net for the second 
day’s tournament. Other winners were: 
Sam Hibben, Westinghouse Lamp Co., 
Bloomfield, N. J., 2nd low net; J. H. 
Fall, III, Benjamin Electric Co., Des 
Plaines, Ill., lst low gross; Sam Rosen- 
thal, Hyland Electrical Supply Co., Chi- 
cago, 2nd low gross, and the follow- 
ing blind bogey winners: E. A. Hakan- 
son, Appleton Electric Co., Chicago; 
L. E. Reid, American Electric Co., St. 
Joseph; E. C. Williams, Economy Fuse 
Co., St. Lowis; E. E. Anderson, Allied 
Factories Co., Kansas City; F. P. Wal- 
ter, F. P. Walter Co., St. Louis; A. 
Purnell, Youngstown Sheet & Tube Co., 
Chicago; H. G. Morrow, Central Tube 
Co., Pittsburgh; W. E. Herr, National 
Carbon Co., Chicago; J. A. Jaques, 
J. A. Jaques Co., Chicago, and A. H. 
Meyer, General Electric Co., Incandes- 
cent Lamp Div. Chicago. 



































HAVE YOU SENT FOR YOUR COPIES OF THE BOOKS SHOWN BELOW? 








) “TS11 MODEL”? 


Antiquated electrical circuits, like old 
rs, often fail under the strain 
of high-speed, long runs 
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MODERNIZED WIRING AIDS PLANT OPERATION IN THESE 6 WAYS 


1 Prevents breakdowns that i 
alentiecmeee 4 Lowers maintenance and repair cosss. 


5 Permics shifting of equipment or inscallarioa 





‘ee + Yours, perhaps... 
Plans are buy unig ot produc of mar 
new design. Production schedules have been 
stepped up to keep pace with the rush of orders. 
Yer the electric circuits upon which successful 
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are grotesquely out 
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are flying out of the window needlessly. Power is 
din che formof heat losses. Machines 
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SEND FOR THESE BOOKS— 


then put the master of modernizing up 0 your 
electrical , consultant, or electrical con- 


are slowed down by voltage drop. Maintenance 
and repair costs are higher than they should be. 

How about your plant? Safeguard it against 
these dangers. Have a check-up of electric cir- 
cuits made! Ic will cost you nothing and may 
save many dollars. 


Two important books you should have 
To aid you in avoiding breakdowns... to enable 
you to stop hidden losses... we have prepared 
two useful books. Oné is our “Judustrial.Wiring 
Sane". This volume tells you how to initiate a 
check-up of electric circuits. 

The other is que “Industrial Guide fur the Selec- 
tion of Wire and Cable. Brand new, it is the only 
thing of its kind in the electrical industry. Scores 
of situations are listed together with the correct 
wiring solution of cach. . 


machines due to voltage drop. of new machinery with minimum delay. 


3 cor ibte eeaaion of power ia the form of — ma ner aaa 
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PET San 26 Resins She VE Chicago Office: 20 North Wacker Drive 











y noe ads like the one shown here, we are saying 

“Modernize wiring” to industrial plant managers the 
country over. Tie up with this campaign! Use the books 
in your selling. The “Industrial Wiring Survey” answers 
the plant manager’s question “‘ How can I find out what’s 
wrong?” The “Industrial Guide” answers his next query 


*“How can I correct the condition?” Both books will be 
AnaConDA 


THEY’RE FREE! WRITE TODAY----- 


ANACONDA WIRE & CABLE COMPANY 
25 Broadway, New York City 

Please send copy of your new “Industrial Guide.” Also copy of 
your “ Wiring Survey.” (If you already have one of these books, 
check the one wanted.) 


sent you free. Write for them today. 


The coupon is for your convenience. 


Signed 





Company 
Street 
City 











Sales Offices in Principal Cities 











ALL GRAYBAR. These gentlemen 
were at the Homestead last month. 
Front: G. F. Cullinan, W. J. Drury, T. 
Ward, J. H. Gleason, F. A. Ketcham, 
A. L. Perry, C. G. Matthews, G. H. 
Hessler and A. J. McCabe. Next row. 
W. H. MacCrellish, A. L. Hallstrom 
and E. A. Hawkins. Next row. H. Metz 
and G. Corroa. Next. D. H. O’Brien 
and J. H. Pearson. Rear: G. H. March- 
mont, A. H. McClain, E. Sharp, F. 
Swayze, A. H. Maynard, W. H. Whit- 
ten, A. H. Loughborough, F. H. Sheperd 
and H. L. Litchfield. 





GENERAL MANAGER of the Coghlin 
Electric Co., Worcester, Mass. is J. W. 


Coghlin. Not long ago, Mr. Coghlin, 
members of the staff, and a number of 
manufacturers played host at an indus- 
trial exhibit to industrials, contractors 
and utility men of that area. 
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The Chairman’s Address 





——— CONTINUED FROM PAGE 9 


—tor the splendid work it is doing on 
our behalf. 

Never in the history of our business 
was there ever attempted, let alone ac- 
complished, anything approaching its 
March issue. In unison, we all say to 
vou, Mr. Rowland, “Thank you”, and 
the same to every member of your 
staff. We are truly proud of you and 
the excellent paper you are publishing. 


Testimonial to Donald Tolles 


On this occasion I feel it my duty 
to touch upon a subject very close to 
the hearts of all of us. I refer to the 
recent request of our very dear friend 
and managing director, E. Donald 
Tolles, that he be relieved of the 
responsibilities of his office. Mr. Tolles 
has agreed to retain his title until such 
time as a qualified and seasoned suc- 
cessor has been chosen and given a 
proper opportunity to merit the con- 
fidence which the title and responsibility 
of the office impose. 

I say to Mr. Tolles on behalf of our 
entire membership and our friends, 
“God bless you”. As long as you live 
and may that be many, many years, you 
will be one of us. We are grateful to 
you beyond words for all that has gone 
before and the keen sense of loyalty 
which has prompted you to carry on in 
a supervisory capacity as our managing 
director until both you and whoever 
may be chosen as your successor are 
fully confident that the important work 
of the Association may continue to go 
forward with as little interruption as 
possible. 





The Typical Wholesaler 


——— CONTINUED FROM PAGE 10 





ratios for houses with sales of less 
than $200,000 are high, as much as 25 
per cent or more, and a house with 
sales of $300,000 to $500,000 must be 
very carefully managed in order to 
compete successfully, other things being 





equal, with larger ones in the same 
marketing area. 

An important factor in the variation 
in cost ratio with size is the value 
of stocks on hand (at cost) per dollar 
of sales. For concerns with sales under 
$200,000 the ratio is 18.1 and drops 
consistently until it reaches 11.2 per 
cent for concerns doing over $2,000,000 
annually. The lower stock ratio is 
one of the economies of large-scale 
operations. Larger houses also show 
savings in administrative costs and 
warehousing expenses, but they are apt 
to incur increased selling costs. 


Employment and Payroll 


Of the 17 employees of the average 
house, two would normally be classified 
as executives or salaried corporation 
officers, five are classed as office or 
clerical employees, two as inside selling 
or counter salesmen, four are traveling 
salesmen, while four are employed at 
the warehouse or performing other 
miscellaneous activities. 

Subject to some variation according 
to geographic location and size of city, 
the weekly wages for the various 
classes of employees are as follows: 
Executives and salaried corporation of- 
ficers, $82; office and clerical em- 
ployees, $24; inside selling employees, 
$29; outside selling employees, $41; 
warehouse employees, $25; and other 
employees, $20 to $25, depending upon 
the nature of their duties. 

With increased size, an executive 
or corporation officer is added for each 
$500,000 in sales. The average weekly 
wage for this class of employee like- 
wise increases with greater size. The 
annual sales per salesman for the rep- 
resentative house averages $70,000. 
This figure increases to $77,000 for 
the million-dollar houses and recedes 
slightly to $67,000 for those with 
smaller sales volume. As previously in- 
dicated, the economies of size are not 
found in the salaries and expenses of 
salesmen, but rather in the adminis- 
trative costs and stock turn. 


Sales Analyzed 


An analysis of sales shows that 50 
per cent of the business of a full-line 
house is with retailers, 47 per cent 
with customers who buy for business 
use rather than for resale, two per 
cent is with other wholesalers, while 
sales to household consumers account 
for one per cent of the total. 

Approximately one-third (32.5%) of 
the sales of apparatus and equipment 
merchants consists of sales for export, 
while only one-fourth (26.7%) of their 
business is with retailers and 31 per 
cent with industrial users. Wiring sup- 
plies and construction materials whole- 
salers sell substantially as follows: to 
retailers, 48 per cent; to industrial 
users, 40 per cent; to other wholesalers, 
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2 *ELECTRUNITE Steeltubes also has what it takes — to 

provide the ideal raceway system for wiring — strength 
for adequate protection to wiring; light weight for ease of hand- 
ling; stream-lined form without threads for speed; ductility for 
ease in bending; economy that provides the needed “kick” to 
win the sale. .. . In addition, Steel and Tubes, Inc., follows through 
with consistent advertising that tells the story of this low cost 
“pull-in- pull-out” raceway to architects, builders and electrical 
contractors — that puts you in stride to break the tape ahead of 
your competition. ...Step ahead of the field with genuine 
*ELECTRUNITE Steeltubes —“champ” of electrical raceways. 
Remember that it costs no more than imitation brands that 
cannot offer all its advantages. Write for complete information. 


Steel and Tubes. ic: 


CLEVELAND . 












BY THEIR TRUCK are some of the 
ooys who keep the wheels turning at 
the Waterbury, Mass. house of General 
Electric Supply Corp. The branch 
operating manager. H. T. Sammis is at 
the left. Next is George Dews, who 
makes deliveries, then T. E. Patterson, 
_ clerk and Emil Schlinger, shipping 
clerk. 








“INSPECTORS”. The camera encoun- 
tered A, J. Calloway of the Graybar 
Electric Co., Indianapolis, and Clem 
Dodt, manager of that district, are seen 
inspecting new models of the General 
Electric Vapor Lamp which is proving 
to be quite a sales item in that territory. 
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10 per cent; while the remaining two 
per cent goes to household consumers 
or for export. 

May I solicit your constructive crit- 
icisms and comments concerning this 
census. Such comments will be help- 
ful in moulding the course of future 
studies on wholesale trade. 





Committee Reports 
CONTINUED FROM PAGE 13 ———= 


the manufacturers eliminate all “spiffs” 
and other forms of commercial bribery, 
discrimination and secret rebates. 

3. Manufacturers were requested to 
study a plan of exchanging repair parts 
in order to eliminate obsolescence of 
distributors’ stocks. 


Socket Appliances 
L. E. Reed, Chairman 


It was recommended that members 
consider the cost of service to dealers 
in negotiating with manufacturers, and 
that they request appropriate compen- 
satory margins wherever manufactur- 
ers’ local repair service is not available. 


Washers, Ironers and Vacuum 
Cleaners 


R. J. Brown, Chairman 


1. It was reported that 54.4 per cent 
of all washing machines sold in 1936 
were marketed through wholesalers, as 
compared with only 25 per cent of the 
national business in 1929. 

2. That the manufacturer defray the 
cost of consumer advertising, both na- 





tional and local, in order that wholesaler 
may be free to concentrate on local pro- 
motions which have a direct effect upon 
his individual business. 

3. That wholesalers be permitted to 
carry stocks of repair parts with a 
return privilege in the event that the 
parts are not used within a specified 
time. 

4. That wholesalers segregate or de- 
partmentalize their mechanical service 
departments on_ specialty appliances, 
with a view to conducting their service 
stations at a profit. Given sufficient 
attention, such service departments may 
be made business producers rather than 
producers of loss. 


Publicity 


1. The committee previously recom- 
mended the preparation of a booklet to 
portray graphically the economic value 
of the wholesaler. ELectricAL WHOLE- 
SALING, in its March issue, entitled “It 
Pays to Buy from the Electrical Whole- 
saler”, went far beyond anything that 
the committee could have done. The 
result is a book which every electrical 
wholesaler can use to_ incalculable 
advantage in promoting his business. 
The committee feels that the entire in- 
dustry is indebted to those responsible 
for this volume. They have undoubtedly 
made a contribution to our industry 
the value of which will be increasingly 
apparent with the passing of time. 

2. In accordance with the previous 
recommendation of the committee, publi- 
cation of the NEWA Review has again 
been revived. The Review is published 
whenever a sufficient amount of suitable 
and current material has been collected, 
instead of appearing on a strict monthly 
schedule, regardless of the quality of its 
content. 


3. Some manufacturers have recog- 
nized the value of using a “catch” line, 
such as “Sold through electrical whole- 
salers” intheir advertisements to the 
trade. It is recommended that other 
manufacturers selling through the elec- 
trical wholesaler adopt similar catch 
lines in their own advertising. 


Ventilating and Air-Conditioning 
G. K. Heyer, Acting Chairman 


1. Portable cooling units and other 
small units can be profitably merchan- 
dised by electrical wholesalers. Those 
entering the air-conditioning field were 
requested to handle this branch of their 
business as a separate department, to 
employ competent air-conditioning engi- 
neers and to keep separate accounts to 
determine whether or not this branch 
of their business can be operated on a 
profitable basis. 

2. Ventilating equipment, including 
ventilating fans of various sizes, blow- 

(Continued on page 41) 
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istributor’s Salesman 





A Sales Tool 
For The Dealer 


NE of the most useful jobs that 

the distributors’ salesmen can do 
to help his dealers sell more effectively 
is to point out to them the importance 
of studying and using as a counter at- 
traction the May Electrical Home 
Issue of Electrical Merchandising. 
Here for the first time between the 
covers of a single issue of one maga- 
zine is the complete story of domestic 
electrification expertly written and 
lavishly illustrated in color. It is both 
a reference book and a manual for the 
dealer himself, and a persuasive “silent 
salesman” for all electrical appliances 
when used as a display counter piece 
in the store. 


The magazine is divided into five 
different sections dealing with the 
complete electric kitchen, the electric 
home laundry, the smaller appliances 
used in the living and dining rooms 
of the house, a simple and complete 
story about air conditioning in the 
home and finally a reference work on 
adequate home wiring. 


The distributor’s salesman can point 
out that the book may be used as the 
focus point for an attractive window 
display, that it is a virtual text book 
for promotional pieces, direct mail and 
advertising copy. Another way in 
which it can be used is as an authori- 
tative reference for talks before 


McGRAW-HILL PUBLISHING COMPANY, INC., 330 WEST 42 ST., NEW YORK, N. Y. 


JUNE, 1937 








Retail appliance sales- 
men can also use it as a door opener. 

At a time when new building and 
remodeling are going on at an acceler- 
ated pace the use of a complete manual 


women’s clubs. 


on home electrification naturally 
focuses attention on the contribution 
of electrical appliances to modern 
living. 


Wide awake dealers will be alert to 
the inherent advantages of having 
such an electrical home manual con- 
stantly at hand. There are many, how- 


ever, who need to have pointed out the 
usefulness of such a book in the daily 
running of their business. 


In addition, 


distributors’ salesmen should remem- 
ber that the issue covers practically 
every known device on the market at 
the present time, and a dealer giving 
the issue any kind of study will be 
stimulated to the profit possibilities of 
lines he is not at present handling. 


* * * 


This magazine was published as a 
sales tool for the electrical appliance 
industry. Its usefulness and service to 
that industry can only be measured by 
the way in which it is used. You 
have a definite part in seeing that deal- 
ers do not overlook the opportunities 
in increased sales in business that this 
particular issue puts into their hands. 




















CROSLEY CONSCIOUS 


According to the signs, it would hardly be necessary to take more than 20 guesses 
to figure out that these gents are interested in the welfare of Crosley radios. 
W. Graham is at the right. The fellow with the hearty chuckle is E. F. Looby and 
John Leary is at the left. They're all salesmen, and they're all with Coghlin Electric Co., 


Worcester, Mass. 


RADIO 


In spite of the recession in January 
from the high total of December, retail 
sales of radios during the first four 
months of 1937 ranged from 20 to 40 
per cent larger than during the com- 
parative 1936 period. In some districts 
April sales nearly were on a par with 
last December’s level. The usual lull in 
May was broken by the demand for 
combination sets, induced by the Coro- 
nation festivities in London. June dis- 
tribution doubtless will lag, as purchases 
will be deferred, awaiting the display of 
the new 1938 models. 

Most of the sales have fallen within 
the $50 to $70 price range, with the 
well-known makes in the greatest de- 
mand at $100. Sorhe retailers have 
more than doubled last year’s sales of 
combination radio-phonograph _ sets. 
Demand for battery sets has started to 
wane, as farmers are replacing these 
with electrically-operated units, as the 
rural electrification movement spreads. 





While more than 50 per cent of the re- 
ceivers were sold on the installment 
plan, cash purchases were numerically 
the largest since 1929. 

Outstanding in the features of the 
1938 receivers will be the larger num- 
ber of models to employ the dial-type 
automatic frequency control for easy, 
accurate tuning. In tube equipment, 
some manufacturers are including, with 
the metal types, glass rectifiers and 
glass power-output-tubes. Many of the 
unnecessary gadgets will be eliminated, 
because of the increase of about 15 per 
cent in manufacturers’ costs, due to 
higher wages and material prices. 

Current price trend is upward, and 
any future revisions doubtless will be 
in the same direction. Sets at retail 
now cost from 5 to 12 per cent more 
than a year ago, or an average of about 
$5. The new 1938 models are expected 
to range from 15 to 25 per cent higher 
than last season’s merchandise, due to 
the advanced costs of steel, lead, zinc, 
copper, lumber, labor, and taxes. 





MOSTLY UTILITY 
F. A. Gannah is the only one of this group who doesn't draw his pay check from the 


Brooklyn Edison Co. 


He sells for Times Appliance of New York City. 


The cigar 


smoker is S. E. Sherman, then comes Martin Sussner and E. C. Ellstrom. 





Even with this increase, prices of 
radio receiving sets still will be low, 
when consideration is taken of the 
array of new gadgets and refinements 
included. Some of the set-makers have 
not named prices, fearing labor difficul- 
ties, which would force them into union 
contracts. The mark-up of tubes of 10 
to 12 per cent in January really ad- 
vanced the 11 popular tube types about 
20 per cent. 

All divisions of the industry reported 
a steady improvement in collections, 
which were classed as very good by 
manufacturers and wholesalers, and sat- 
isfactory by retailers. Recurrent strikes 
caused a temporary slump in installment 
collections in some districts, but the 
write-off of doubtful accounts has been 
insignificant this year. These are some 
of the major developments revealed by 
a survey of the radio industry, which 
has just been completed by Dun & 
Bradstreet, Inc. 


REFRIGERATORS 


1937 bids fair to be another high 
record year in electric refrigerator sales. 
Figures for the first four months, re- 
ported by the Edison Electric Institute, 
show a total of 1,105,000 units sold— 
more than were sold in any full year up 
to 1934. It is interesting to note that 
in addition 57 per cent of the total sales 
were for refrigerators of 6 ft. capacity 
or more. This trend toward the sale of 
larger size and more expensive refriger- 
ator units is a tribute to the promo- 
tional efforts of the industry. Last year, 
for instance, during the first four 
months the third largest seller was the 
4-4.99 cu. ft, model, while this year it is 
the 7-7.99 cu. ft. model. Even the 
8-8.99 cu. ft. boxes made a remarkable 
gain with 49,885 units sold—an increase 
of 81.05 per cent over the unit sales of 
the comparable four months of 1936, 








RANGES 


The greatest increase in percentage 
of sales for the four months period is 
shown by electric ranges. The gain 
being 55.7 per cent over the same period 
in 1936. In addition, the average price 
has risen and the dollar value of manu- 
facturers’ billing is 5& per cent higher 
than last year. 





WASHERS 


As in refrigerator and range sales, 
washer sales for the first four months 
have not only taken great strides ahead 
over the same period last year, but the 
more expensive models have registered 
the largest increases. Sales of washers 
with the retail value below $50 were 27 
per cent of the total sales in 1936 and 

(Turn to third following page) 
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HAMILTON BEACH APPLIANCES 


Have a Steady Year ‘Round Market 


When the building industry is flourish- 
ing, your dealers are apt to lose sight of 
the vast market that exists for small 
appliances. Don’t let them overlook 
this opportunity for steady volume and 
profit. Every home—whether owned or 
rented, old or new—is a _ prospect. 
Hamilton Beach is in step with this 
market—offers dealers and wholesalers 
a sound and complete sales set-up that 
means profit for both. 


oe professiona 


Its extra 
nience fea- 
make it the 


90,000,000 NATIONAL 
ADVERTISEMENTS 


Through leading magazines and the 
rotogravure section of Sunday news- 
papers the country over, more than 90,- 
000,000 Hamilton Beach advertisements 
consistently tell home owners of the 
superior quality in Hamilton Beach ap- 
pliances. Dealers are supplied—free— 
with a complete and impressive list of 
selling aids to tie-up with this extensive 


65,000 DEALER MESSAGES 
EVERY MONTH 


Hamilton Beach reaches more than 65,- 
000 dealers every month through elec- 
trical, hardware and department store 
papers. These publications, together 
with our own direct mailings, are telling 
dealers of the easy selling features, the 
promotional work, the liberal discounts 
and the profit-protecting policy behind 


advertising program. all Hamilton Beach appliances. 


YOUR PROFIT IS PROTECTED 


Hamilton Beach products are distributed on 
a clean-cut Wholesaler-Retailer policy. We 
stand firmly for 100% price maintenance. We 
take no orders—all inquiries are turned over 
to dealers. This strict sales policy insures 
a full profit for everyone on every Hamilton 
Beach sale. 


HAMILTON BEACH CO, 
RACINE, WISCONSIN 
Division of Scovill Mfg. Co, 
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‘ 
SALESMEN CHAT 


Arthur Shaw gets a chuckle from a crack 
made by Charles Down. Both fellows 
are salesmen for R. H. McMann, Inc., 
New York City, and both are first rate 
appliance men. They find prospect; 
while rambling through Brooklyn and L. I. 





GENERAL MANAGER 


Well known to the appliance field of 
California is Clyde C. Allen, who was 
recently made general manager of the 
Electric Kitchen Appliance Co., San 
Francisco. This firm distributes Hotpoint 
appliances and Whitehead Monel metal 
sinks in northern Cal. and Nev. Clyde 
began with the Edison General Electric 
Appliance Co. as a service man I7 years 
ago. From there he went into sales work 
in various capacities, becoming San Fran- 
cisco manager for Hotpoint in 1933. 
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CHEERFUL 


These two gentlemen, one a distributor 
and one a manufacturer, expect another 
bang-up refrigerator year. L. V. Whit- 
ney, left, is boss of the Whitney Dis- 
tributing Co., Chicago. E. D. Jacobs is 
S. E. Divisional Sales Manager for 
Gibson. 
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LIKE IT? 


These boys gaze long and fondly at the new General Electric roaster and have high 
hopes of selling plenty of them in Massachusetts. Around the new appliance are, 
E. F. Looby, sales, Coghlin Electric Co., Worcester; J. W. Coghlin, general manager; 
John E. Leary, sales, Coghlin; C. L. Cole, G. E. Merchandise Dept., W. Grahams, 
sales, Coghlin and J. E. Granniss, G. E. Merchandise Dept. 


Distributors 


In Action 
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WITH A CROONER 


Yep, that's Rudy in the center, but obviously enough he's not there in person. 
The other two gentlemen sell the merchandise that makes it possible for the radio 
stars to draw those checks. H. L. Estberg covers Westchester County for R. H. 
McMann, Inc., New York City, and Harry LaGue sells retailers of Queens. 





they fell to 24 per cent of the total 
this year. In the $50 to $70 range 
are represented 43 per cent of the total 
sales this year. There has been an 
increase of 63.7 per cent in unit sales 
of models retailii?z for $70 or more. 
Since average retail price of washers 
in this group dropped from $98.68 in LIGHT ASA 


1936 to $94.82 in 1937 the total increase } FEATHER 
in retail volume amounted to 57.25 / faba \ 
per cent. j oy 


| VACUUM CLEANERS—— 


April unit sales of floor type vacuum 
cleaners were 34.4 per cent above April 
1936 and 77 per cent above April 1935. 
Hand cleaners, too, achieved a new in- 
crease of 69.1 per cent in April 1937 
over April 1936. 


WATER HEATERS 
Keeping pace with the other appli- 


ances, water heaters show an increase T a i Ss A M A Z j N G New H be @ N 


of 80.8 per cent for March and 43.6 


per cent for April compared with HEAT UP EVENLY BEFORE YOUR EYES 


similar months of 1936. For the four 








months period of 1937 there were 33,- Proctor has developed an astounding new iron, the PROCTOR 
880 units sold compared to 22,340 units BLUE STREAK—quick as a flash and light as a feather. And, for 
in the same period last year. demonstrating it, the most effective, original, and convincing display 


you’ve ever laid eyes on—the MAGIC SOLE PLATE DISPLAY. Get 
this!—a bright yellow sole plate on a stock iron that changes in color 


STOKERS AND | to a deep orange when ironing heat is reached. Time it! Take out 
your watch and prove to women that the Proctor BLUE STREAK 

OIL BURNERS SPEED IRON heats up and heats up evenly in less than a minute. 
Here’s a display women just can’t distrust . .. a worthy running mate 





to PROCTOR’S ProfiTABLE. 
One MAGIC SOLE PLATE iron 
with replacement regular sole plate 


NTN) 
unit is boxed in a Magic Sales PROCIOR 














The Department of Commerce figures 
on manufacturers whose output accounts 
for 95 per cent of the automatical coal 


stoker industry show that residential Builder Deal Kit with 5 BLUE 
models, during the first three months STREAK IRONS, a beautiful fold- 
of 1937, enjoyed an increase of 44.1 ing cardboard display and 100 leaf- 
per cent over the same three months lets. Put this display to work today 
period in 1936, in your store—equip every door-to- 

The three months gain on oil burner door salesman with a MAGIC SOLE 


sales in 1937 is 42.3 per cent over the PLATE iron, too. 
comparable period last year. 


and keep 
your eye on 

| ProfiTABLE 
strategy 

| Find out how the 
| PrefiTABLE and 
| ProfiTABLE, Jr., 
|  Proctor’s two out- 
standing displays, 
capture interest 
and move appli- 
ances. Get details 
from your jobber 
or write to us. 


RECEPTIONIST 
When visitors or customers visit the show 
room of Warren-Norge, Inc., New York 
City, this young lady receives them. 
Miss Anderson "ain't one" to just handle 


one job, for she is plenty able to deliver IRONS - TOASTERS - WAFFLERS and ROAST-OR-GRILLE, the complete Portable Electric Cooker 
a first class sales talk on Norge products. PROCTOR & SCHWARTZ ELECTRIC CO., 7th and Tabor Road, Philadelphia 

















IN THIS CORNER—WE HAVE-! .. . 


Act Il of Showmanship in Business 


BY ZENN KAUFMAN 





EACH into your’ wastebasket 

and pull out today’s newspaper. 
You and 36 million other fairly live 
Americans bought a_ paper today. 
Why? Couldn’t you live without 
knowing about the war in Spain, the 
Supreme Court fight—or the rest of 
the front-page news? Sure you could. 
But you pay a million dollars a day 
for papers because you are interested 
in conflict—and news is a series of 
conflicts. Franco vs. the Loyalists. 
Strikes vs. Chrysler. Cubs vs. Dodgers. 
Italy vs. Russia. Every headline a 
conflict. 

Harry Overstreet, a practical 
psychologist, says: “Fundamental, of 
course, to all dramatic movement is 
the presence of conflict. Situations 
arouse us when two forces are at 
grips; when we are unsure of the out- 
come. Most dullness is dull because 
we are not precipitated into the midst 
of a fight.” 

People like action. Action in compe- 
tition, whenever possible. Above all, 
people delight in conflicting action. 
Because we all love contests or fights, 
the sporting pages of a newspaper are 
closely read. In office, politics or in 


the street, the fighting man or dog 
gets far more attention, proportion- 
ately, than a three-alarm fire. 
George M. Cohan, while writing 
plays and running his own theatre, 





used to hold the public eye by a series 
of fights. Whenever he could get an 
interview or even a paid an:ounce- 
ment, Cohan devoted much space to 
attacking unfriendly critics with the 
sole purpose of inducing them to de- 
nounce him at great length. He even 
put out a little newspaper of his own 
to battle them. 

Three beverage makers in Mil- 
waukee together sponsored a free six- 


day bicycle race. This conflict attracted 
40,000 people who were not only fed 
appropriate advertising plugs about 
the three beverages through the loud 
speakers, but had to buy them in quan- 
tities to quench their long-drawnout 
thirst. The Chevrolet Motor Company 
has seen its soapbox derbies grow into 
a world-wide conflict. 

“There’s Trouble in Brockton, To- 
night” is the headline of a result-pull- 
ing ad for shoes. It tells how a 
manufacturer in Brockton needed 
money and thus a retailer bought a 
bargain for his customers—meaning 
You. That headline gets you! 


Contests Are Fights 


Sales contests bring conflict to dealer 
salesmen. No man works his hardest 
except (a) under fear of being fired, 
or (b) the white-heat of competition. 
Since you can’t continuously threaten 
to fire salesmen, the only alternative 
(for maximum effort) is a well planned 
sales contest. The formula for suc- 
cess (see “How To Run BETTER SALES 
Contests,” Harper & Bros.) is: 

1. Not too long. 60 days is top. 

2. An exciting theme. Try “Every 
Man a Millionaire.” Give $100,000 in 
paper money for each sale. First man 
to get a million gets the prize. 

3. Fair and simple scoring plan. Bad 
quota setting is responsible for more 
contest failures than any other single 
fault. Make scoring simple. 

4. Steady weekly follow-up. A 
scoreboard. Letters to the men every 
week. Get the wives into the picture. 
Spend a little less on prizes—rather 
than omit proper follow-up. 

5. Interesting prizes. Use (a) 
medals, placques; (b) cash, (c) choice 
of items from a whole book of prizes, 
(d) trips and cruises. Keep talking 
about your prizes all the time. It’s not 
what you give that counts—it’s how 
much build-up you give it. A good 
contest is in itself a conflict—with a 
cast, plot, scenery, action, suspense— 
and all the elements of a real show. 


Consumers Like Fights 


Prize contests bring this same ele- 
ment of conflict to consumer merchan- 
dising. 45 million entries were made 
in prize contests last year. There’s no 
end to the ingenuity that can be put 
into these contests. One dealer excited 
an entire community for 38 days. He 
put a refrigerator in his window— 


filled it with bottles of milk. Then he 
offered the refrigerator as a prize to 
the person estimating the number 
of days the milk would stay fresh. 
Each morning—except Sunday—on the 
stroke of nine—the milk was taken out 
of the bottles—tested before no less 
a personage than the mayor. The 
dealer was the most talked of man in 
town. Another dealer ran a mother 
and daughter ironing contest. Daugh- 
ters selected were between the ages of 
11 and 15 and were given the latest 
type electric iron to use in the contest; 
mothers used the conventional type of 
iron. An auditorium of amazed on- 
lookers saw youth and invention tri- 
umph over age and old-fashionedness. 

One Denver store sponsored a con- 
test for the “toughest” rooster in town; 
he proved to be a ten-year old whose 
owner parted with him for ten dollars. 
The dealers then roasted the bird in 
one of the new electric roasters. Over 
300 women were given a slice of the 
“toughie” who had turned into a 
“softie” through the magic of electric 
cooking. Consumer contests of all 
kind challenge the interest of millions. 

Major Bowes earned $150 a minute 
by pitting amateurs against each other 
on a national network. 

Use conflict in your merchandising. 
Dramatize the battle between Electric- 
ity, the people’s friend, and Hard-work. 
A vote for Electricity is a vote for 
Health. Tell about Public Enemies 
Nos. 1, 2 and 3, the wasteful, unclean, 
laborious methods that electrical ap- 
pliances wipe out. Let Kid Washer 
put the K. O. on old man Wash-board. 

Tell your dealers to put the element 
of conflict in their advertising—in their 
selling—in their windows. It’s a sure- 
fire way to get attention. The public 
is always ready for a fight. When you 
show that your product is fighting the 
things that they don’t like they will be 
quick to pick you as the winner. You'll 
be the odds-on favorite for all bets! 








FREE—A copy of Harper's book on 
“Showmanship in Business” by Ken- 
neth M. Goode and Mr. Kaufman to 
the reader who submits the best ex- 
ample of showmanship from his own 
business. Just write a letter, send us 
a picture, or both. 


ALSO FREE—Send a self-addressed 
stamped envelope for your copy of 
The Showmanship Yardstick, a simple 
check list of showmanship elements. 
It’s well worth the time.—-The Editor. 
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PREDICTOR 


Although he holds a toaster, he talks 
on refrigeration. That 1938 will see new 
refinements in refrigeration is the opinion 
of Carl E. Haller, merchandise manager 
for Graybar Electric, Cincinnati. Already 
there is a Kelvinator air conditioned box 
in which food does not dry out, he points 
out. Norge has low temperatures and 
there will be othcr refinements in other 
brands. Mr. Haller believes that the 
older models will carry on and compete 
with mail order boxes in the future. 
Owners of early “Model T" refrigerators 
will shortly be approached with trades 
that will induce them to turn in their 
early models he says. In Cincinnati 54 
per cent of the town still remains unsold, 
he states. 





SERVICE EXPERTS 


With technical charts and drawings all 
around them, J. J. Mastny (right) and 
Stewart Kelley face the camera during 
a service school held by True & Blan- 
chard Co., Newport, Vt. Mastny, refrig- 
eration engineer of Fairbanks-Morse, 
was up there to give 30 visiting dealers 
of Vermont and New Hampshire the 
technical features of the refrigerator line, 
Kelley has charge of service for the 
distributing firm. 

















Cat. No. 270 


The HUNTER - Century line includes: 


Desk Fans 
Wall Fans 
Pedestal Fans 


Ceiling Fans 
Ventilating Fans 


Exhaust Fans 





Be sure your dealers are ready 


to fill the big demand for 
HUNTER Century 


ALL SIZES e 
The HUNTER-Century line includes 





HUNTER FAN 









ALL STYLES 


fans priced from $3.50 to $71.00 list. 
AIRSPREAD fans have aluminum 
blades, powerful, efficient motor with 
grease-packed ball bearings — all 
backed up with our 5-year insurance 
guarantee policy. 


And even the least expensive fan 
carries a one-year guarantee! 


Every dealer should emphasize these 
features in every sales talk. 


and 


VENTILATING Co. Inc. 


50 YEARS OF SPECIALIZATION IN FANS 
Factory: Fulton, New York 


General Sales Offices: Memphis, Sterick Building 
Eastern Sales Offices: New York, 92 Warren St. 


Atlanta Boston Chicago Cleveland 
Dallas Detroit Kansas City Memphis 
New Orleans New York City St. Louis 
Philadelphia Pittsburgh Washington 











SALESMEN — 


Have you had any 
interesting or unusual 
sales experiences? 


Have you any 
informal snapshots 
of yourself, or 
fellow workers? 


WHY NOT 
SEND THEM IN 


to 


The Distributor’s 
Salesman 
330 W. 42nd St.. New York, N. Y. 


| 
















CHRISTMAS IS ONLY 
190 DAYS AWAY 


GET 
READY 
FOR BIG 
BUSINESS 


@ Universal Clips outsell all clips 
on the retail counters. The only 
positive grip, swivel socket Christ- 
mas tree light clip. They help the 
sale of other lighting ornaments 
by making it easy to place them 
in proper position. Simple to at- 
teak saves time. Takes all size 
sockets and candles. 

Get your stocks ready now for the 
big 1937 Christmas Trade. Feature 
these ‘Perfect Stander-Uppers" 
and cash in on them. 


Write for prices and samples 


PAPER FINISHING COMPANY 


Fastenings Division 


610 W. Van Buren St. Chicago, Ill. 




















PREMIER 


@ DISTRIBUTORS, its easy to line up Dealers 
when you do it the PREMIER way! Today 
dealers and their customers want quality 
merchandise ... priced at an attractive price 
...80 when you want to show your Dealer 


how they can increase their sales and profits 
tell them about PREMIER’S Double Offer. 




































Here is quality merchandise priced right! Both 
cleaners are new 1937 models... both gen- 
uine PREMIERS... both completely modern 
in design with ball bearing motors and ball 
bearing MOTOR-DRIVEN brushes... . and the 
PREMIER offer is TWO FOR ONE... both 
cleaners for the price of the floor model and 
the customers old cleaner! 


This amazing offer is ringing the cash register 
the country over and will bring you and your 
Dealer the same results in sales and profits 
...90O ACT NOW! DON'T WAIT... line up 
with a manufacturer who for 27 years has 
built quality merchandise that sells because 
it is priced right! 
Write today for full details! 


Both cleaners have ball bearing motors and brushes. 





























PREMIER DIVISION — DEPT. J-100 
Electric Vacuum Cleaner Co., Inc. 
Cleveland, Ohio 





Please let me know the details 
on your Double offer for dealers. 





Premier's ball bearing motor 
gives EXTRA SUCTION. 


Never needs oiling—air 


cooled—built for long life. 


This motor guarantees com- 


plete customer satisfaction. 
| 


Premier's farmous Poro-Nap 
dust bag is of highest 
quality napped sateen— 
has large opening and pat- 
ented dirt trap to guarantee 
DUSTLESS CLEANING! 


Premier's ‘‘Double Brush,” 

because of its design and 

its quality, cleans quickly 

and thoroughly, making 

Premier a cleaner that gets 
ALL THE DIRT! 
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Committee Reports 





——— CONTINUED FROM PAGE 30 


ers and associated ‘control apparatus 
can be properly merchandised by elec- 
trical wholesalers. There is a large 
market for such equipment, including 
an enormous potential market for home 
ventilation. It was recommended that 
wholesalers demand from their suppliers 
a guarantee that ventilating equipment 
will deliver rated capacity when tested 
in accordance with the standards of 
the National Association of Fan Manu- 
facturers. 


Operating Costs 
J. G. Johannesen, Chairman 


Members will be asked to furnish an 
analysis of their invoices and credits for 
the months of July and August, so that 
data will be in the hands of the com- 
mittee in time for the final data on com- 
modity lines to be presented at the Octo- 
ber meeting. Preliminary test studies 
show that 35 invoices per man-hour can 
be analyzed in the detail required. Mem- 
bers will be furnished with the forms 
required and with detailed instructions. 

The purpose of this committee is to 
secure data which can be made a proper 
factor in conducting the wholesaler’s 
business on an equitable basis on all 
commodity lines, to the advantage of 
manufacturers’ sales value and profits 
as well as a reasonable return to the 
wholesaler. 





Convention Sidelights 
—— CONTINUED FROM PAGE 14 


couldn’t have been the “night before.” 

One of those so-called high brows 
who regularly attend the resort didn’t 
enjoy the company of the electrical 
crowd. The old gal, sitting not far 
from a laughing group of electrical 
folks arched her eyebrows and turned 
to her companion with, “Thank God 
they will be gone in two days.” 

None of the young blades have any- 
thing on Luther Reid. More than once 
he twirled the young around the dance 
floor and when the wholesalers’ golf 
tournament took place, he was right 
there on deck, swinging with the best 
of ’em. 

Over at Warm Springs is a chair 
that has been used for the past 150 
years, more or less, to lower old folks 
or physically disabled people into the 
warm water, so they can enjoy the 
benefits. We heard on several fronts 
that the chair and waters come in 





mighty helpful for those boys who 
have spent a lively “night before” and 
feel like 180 years old. 

Chairs remind us of the night Claude 
Matthews, Graybar, Milwaukee, made 
a hurried entrance into the dining room. 
His haste wasn’t exactly caused by an 
uncontrolled appetite. Rather he came 
in on wheels, with the careening chair 
in the custody of a number of fellow- 
diners. 

Reports have it that a New York 
wholesaler and the local law depart- 
ment struck up quite a friendship. Pos- 
sibly, though, it is one of those that 
won't be renewed next year, even 
though they did meet two nights this 
year. 

They sound rather fishy, still he in- 
cludes all the details, so possibly the 
tales of “Len” Marshall, Sola Electric, 
Chicago, are true at that. Ask him 
about the clicking gun, runaway car 
—it’s a darned good story. 

A really funny sight in the lobby 
was the colored boy with a couple of 
those sausage dogs. Some gal turned 
them over to him for delivery some- 
place or another. That started it. She 
headed for the Club; he had hopes of 
leading the dogs to the other end of 
the hall. The dogs wanted a drink 
or at least they wanted to accompany 
the fair one. For ten minutes he smiled 
politely at the dizzy dogs, then the 
struggle began. From there to the far 
end of the hall, the combatants staged 
a great battle. He was obliged to pull 
gradually, so in effect, he pulled his 
punches. It did make it a more even 
match, but the audience might have 
enjoyed a few sudden jerks on the part 
of the colored boy. 

Well, the May meeting is over for 
another year, but once again “things 
will happen” on the golf course, in the 
dancing room, in the halls and once 
again they'll be reported—strictly off 
the record. 





AT HIS DESK. A moment's pause for 
H. L. Jackson of Economy Electric 
Supply Co., Atlanta. The electrical men 
of Atlanta seem to be first class fisher- 
men and Jackson is in the top flight. A 
few weeks ago, he and a7’ 9” sailfish 
had a 45 minute battle. Jackson came 
out the winner. It’s really a whopper. 


STUD POKER. The boys of Hyland 
Electrical Supply Co., Chicago look 
rather serious as they wait for the next 
card. They usually gather around the 
table at the conclusion of meetings of 
the “Hylanders Club.” The “anti-ers” 
are, from left foreground and going 
clockwise, Messrs. Schwab, Wessell 
(barely see him), Bitterman, Jaffe, Wei- 
censang, Carey, Weisenborn and Moses. 
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At 


EEWA’S 


Annual 


Party 


CHAIRMAN—A mighty hard worker 
for the wholesaling industry is Joseph 
Kurzon, head of Joseph Kurzon, Inc. 
MANAGING DIRECTOR—On hand that 
night was G. V. Weir who has done a 
swell job in expanding the Association. 
PUBLISHER—Looking over the program 
is John Todd who publishes Metropi- 
tan Electrical News. 

SERIOUS MOMENT—George Anthony, 
Stanley & Patterson and E. K. Burk- 
himer of Ostrander Electrical Supply 
Corp. 

ANYONE NOT HERE?—I?¢ looks to A. L. 
Klein of Radiant Lighting Fixture Co. 
as though no one was missing. 
TICKETS?—D. A. Pintavalle of Joseph 
Kurzon, Inc., was the boy who took in 
the dough from those few who hadn't 
bought tickets earlier. 

GOOD LISTENERS—Norman Becker and 
Herman B. Barnett of Manufacturer's 
Dist. Co. were an interested audience 
when the camera clicked. 
EVERYTHING'S FINE—Max Gruber of 
Gruber Bros. and Robert Simon of 
Metropolitan Electrical Dist., Ine. 


9 OBSERVING—Lewis Maryanov of Joseph 


Kurzon, Inc., and Harry Liffnor of 
A. Gustafson Co. had their eyes on 
something. 


1Q MOMENT’s REST—Mrs. Farrelly and 


12 


A. Jochum of Knickerbocker Innunci- 
ator Co, 


ON HAND were E. F. Grouse of Stanley 
& Patterson and W. F. Kreger of the 
N. Y. Elec. Credit Assoc. 


JOLLY TIME was had by John Parker 
of Union Insulating Co. and Joe Loffler 
of U.S. Rubber. 


| 3 MONARCHS—Mrs. Abe Lipsky, Sol Co- 


hen and Mrs. Cohen of Monarch Elec- 
tric Supply Co. 

















ATURDAY evening, May 1, 
was the date when the electri- 
cal industry surrounding New York 
City put on its white tie and tails, 
taxied to the Astor Hotel to attend 
the Seventh Annual Dinner-Dance 
sponsored by the Eastern Electrical 
Wholesalers Association. 

Chairman Joseph Kurzon and his 
fellow members of the Entertain- 
ment Committee, namely Ira Jaffe, 
William Horn, Leo Siegel and Wil- 
liam Smart, staged a grand party 
for the 848 members and guests. In 
the Grand Ballroom the crowd had 
a fine dinner, listened and danced 
to a good band and applauded many 
top-flight vaudeville acts until well 
past the hour when Cinderella 
would have picked up her belong- 
ings and departed. 


ALL’s WELL for H. B. Ennis of Bryant 
Electric.and H. B. Tompkins of Wesco. 


}5 ABouT To BUY?—H. C. Calahan of 
G. E. Supply Corp. and D. A. Pinta- 
valle of Joseph Kurzon, Inc. 


|@ THEY HAD FUN—Fred Ross of W. F. 
Irish Co., Mrs. Irish and Thomas Kirk- 
man of Kirkman Engineering Co. 


| 7 MISSING; ONE MAN—Ars. Abe Lipsky, 
Norman Becker, Mrs. Sol Cohen, Mrs. 
G. Bierman and Abe Lipsky. 


18 THIS LINEUP includes George Cane of 
Mfg. Distr. Co., Abe Shemel, Shemel 
Electric Supply, George Bierman, Mon- 
arch Electric, H. B. Barnett, Mfg. Distr. 
Co. and Sol Cohen of Monarch Electric. 


19 PRESENTING—Mrs. Helen Anderson, 
Frank Shanno, Mrs. Shanno, S. J. Raetz, 
Mrs. Louise O’Brien and W. A. Tread- 
well, 

FROM CLEVELAND came two of these 
folks. H. D. Hohl, Triangle Conduit, 
Warner Jones, Triangle (Cleveland), 
Mrs. Jones, Mrs. Slater and J. G. Slater 
of Triangle. 

GLAD THEY CAME—T. F. Reynolds, 
Tudor Elec. Supply, Mrs. Kohn, Wil- 
liam Kohn, Tudor and J]. Guttman, a 
contractor. 

SAME NAME—Mrs. Rosenfield, Miss 
Rosenfield, Edward Rosenfield and Ber- 
wer Rosenfield, Standard Elec. Equip. 
0. 

HAPPY CROWD—Mrs. H. Garfunkel. 

Jack Gibbs, Herman Garfunkel, Eliza- 

beth Krol, Mrs. Adlersheim, H. Adler- 

sheim of Square Electric and Mr. and 

Mrs. Lewis Lowenthal of Lowenthal 

Electric. 

TWO GAY, ONE SERIOUS—Herman Lin- 

ter, Mfg. Agent, Miss Julia White and 

Irving Protoss of Irving Elec. Supply. 















































BOOSTING THE WHOLESALER. 
The current billboard campaign of 
Plymouth Rubber Co. gives both the 
hrm’s tape and the wholesaler a fine 
send-off. This sign, located at one of 
Philadelphia’s busiest corners, brings in 
the wholesaler with “Distribution 
Through Legitimate Wholesalers Means 
Service And Economy.” Plymouth plans 
to continue the erection of such signs 
tn the leading cities throughout the 
country. One being erected at Boston 
will carry the message, “The Jobber Is 
The Backbone: Of American Industry.” 





UNDER THE LIGHT is presented 
I. B. Stafford who is the credit expert 
for the Cincinnati house of Graybar. 
Cheerfully, he announces that business 
and credits show an improved condition 
in that territory. 
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Convention Highlights 
—— CONTINUED FROM PAGE 7 —— 


tainment committee, arranged a bridge 
party for the ladies on Monday after- 
noon. N. J. MacDonald, Thomas & 
Betts, Elizabeth, supervised the ladies 
putting contest on Tuesday, while John 
M. Newton, Oakes Electrical Supply 
Co., Holyoke, directed a carriage drive 
to Fassefern Farm for luncheon on 
Wednesday. 

The convention concluded with the 
final meeting of the executive committee 
Thursday noon, which was also attended 
by the newly-elected committeemen who 
take office in July. Cleveland was 
selected for the Fall meeting, to be held 
during the week of October 17, with 
the choice of a hotel left with the man- 
aging director. F. R. Eiseman and 
J. G. Johannesen were nominated for 
vice-chairman, Mr. Eiseman, because 
of his many years of service on the 
executive committee withdrawing in 
favor of Mr. Johannesen. L. E, Latham 
was unanimously re-elected as chairman. 


Wholesale Grocers Endorse 
Tydings-Miller Bill 


At its annual convention, held last 
month in New Orleans, the U. S. 
Wholesale Grocers Association passed 
a resolution endorsing the Tydings- 
Miller Bill, which would extend to in- 
terstate transactions the privileges of 
resale price agreements on_ trade- 
marked goods, now permitted under 
various state fair trade laws. 

Another resolution opposed any 
amendment to the Robinson-Patman 
Act “which would tend to weaken its 
provisions by suspension of the remedy 
for civil damages,” and commended 
the Federal Trade Commission for its 
vigorous enforcement of this act. 

Payment of bonuses to wholesalers’ 





salesmen by persons other than their 
employers was also condemned. 


New High Marks Reported For 
Electrical Supply Sales 


Buying against a rising market, 
coupled with large orders for replace- 
ments in flood areas, and the broaden- 
ing of general requirements made it 
necessary for manufacturers of elec- 
trical supplies to operate on capacity 
schedules during the first four months 
of 1937. Orders received thus far this 
year ranged from 60 to 80 per cent 
larger than in the comparable 1936 
period. For large machinery, air-con- 
ditioning supplies, and equipment for 
industries, public utilities, and railroads, 
the gain has been up to 100 per cent. 
These were some of the major develop- 
ments revealed by a survey of the elec- 
trical supply trade by Dun & Brad- 
street, Inc. 

Production of electric ranges has 
been stepped up monthly since the first 
of the year. Orders thus far received 
indicate that 1937 range sales may reach 
500,000 units, a gain of 57.2 per cent 
over the 318,000 in 1936. The latter 
was a new high, exceeding 1935 by 47.9 
per cent. Orders for incandescent 
lamps also have been undiminished, 
despite the peak sales of 880,000,000 in 
1936, a rise of 18.9 per cent from 1935 
and the largest annual gain on record. 

Volume of wholesalers during the 
first four months of the current year 
ranged from 30 to 60 per cent larger 
than in 1936, despite the moderate re- 
cession in some branches in April. 
Improved demand extended through the 
entire field, with wiring, construction 
materials, industrial equipment, refrig- 
erators, ranges, washing machines, 
ironers, cleaners, and mixers leading. 
One of the widest advances has been 
in electric ranges. During the same 
period retail sales pushed ahead of the 
1936 total by 25 to 35 per cent. 

Sales by manufacturers of household 
electric refrigerators to distributing 
outlets during the first quarter of 1937 
rose to a new high at 819,600 units, 
which was only slightly under the total 
for the full year of 1932. This gain 
of 37.2 per cent over the first quarter of 
last year continued the improvement of 
1936, when the all-time record was 
reached at 2,223,000 units. The latter 
was 31.7 per cent more than the 1935 
sales of 1,688,000 units. 

Washer shipments during the first 
quarter also set a new peak by going 
to 460,681 units, according to the Amer- 
ican Washing Machine Manufacturers’ 
Association, which gave an increase of 
10.7 per cent over the corresponding 
1936 figures. Sales of washers in 1936 
were the largest on record, the 1,729,135 
units exceeding 1935 by 22.3 per cent. 
Ironer sales for that year were up 25.3 
from 1935. 
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||| HAZARD 


Pershrome SAFECOTE Luding 


FIRE AND MO/STURE RES/STANT 





e Insulated by Hazard, with nearly 40 years of ex- 
perience. Hazard is a division of The Okonite 
Company. 








e Protected by Safecote braid, the most recent de- 
velopment in fire and moisture retarding braids. 











e@ Hazard Firekrome Safecote building wire will last 
as long as the building itself. Hazard insulation is 





noted for its long life. 


e Hazard Firekrome Safecote combines fire and 


moisture resistance to give the perfect building wire. 











@ Free stripping insulation; easy to handle; 6 iden- 
tifying colors; does not become tacky or brittle; 
braid does not bunch up in conduits; lubricated for 


easy pulling. 











Division of The Okonite Company 
WORKS: WILKES-BARRE, PA. 






































Detroit Atlanta Seattle Dallas 
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THE Ddsal BUILDING WIRE 


HAZARD INSULATED WirRE WorkKS 


Sales | _ Offices 
New York Chicago Philadelphia Ww Pittsburgh Buffalo Boston 
San Francisco Los Angeles Washingtor 
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IN PERSON we present the two men 
who have charge of activities of the 
Walker Electrical Supply Co., Worces- 
ter, Mass. Irving Walker, right, is 
custodian of the treasury of that firm 
and Levis W. Hayward carries the title 
of manager. They report that next 
month they will have more room to 
roam around in for they are acquiring an 
adjoining store. 





P. A. AND PIPE. Sounds like a free 
blast for good old Prince Albert, but in 
the lingo of the trade, P. A. also stands 
for Purchasing Agent. Irving Radin has 
charge of purchases for the Stamford 
(Conn.) Electrical Supply Co. Irving 
has been in the electrical business for 
the past 15 years and is well known 
among New Yorkers through his affilia- 
tion with the Electrical Associates Club. 
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TRENDS [n COMMODITIES 





A monthly review of sales opportunities 


and market trends in various commodities. 


COMMERCIAL LIGHTING 


A marked demand for two-way light- 
ing has been created by the merchandis- 
ing and structural requirements of de- 
partment and drug stores, large food 
markets, and other commercial estab- 
lishments. 

Two-way lighting is a system of illu- 
mination which provides both general 
indirect lighting and controlled direct 
lighting. The indirect factor is comfort- 
able, modern and supplies proper con- 
ditions for seeing the true colors and 
quality of goods displayed. However, 
many retail concerns are housed in 


WIRE AND CABLE 


The increasing use of appliances has 
given wholesalers and contractors some- 
thing to think about from the wiring 
standpoint. Because of this first-class 
selling job done by the appliance boys, 
there exist two general fields for house 
wiring. One is the modernization of 
wiring in present homes, and the other 
is the wiring of new dwellings to han- 
dle future appliances. 

In terms of wire and cable, what does 
this mean? The salesman has to re- 
member only two words—adequacy and 
dependability. Adequacy means wiring 
not just for today, but for the future. 
Copper should be heavy enough to per- 
mit the addition of new outlets for new 
devices in the years to come. 

Dependability is just as important. 


DESK LAMPS 


The results of the hard-hitting better- 
light campaign have been felt in all 
branches of the industry. Not only in 
the sale of more lamps and fixtures for 
industrials, stores and homes, but for 
offices as well. Manufacturers of office 
desk‘lamps have done a fine job. 

Not only have they handled the scien- 
tific details of providing smooth, suffi- 
cient lighting, but they have developed 
units that have plenty of eye-appeal. 
This aspect is extremely important, for 
after some executive has spent a tidy 


high-ceilinged, large interiors and have 
quantities of small items which should 
be “spot-lighted”. To obtain sufficiently 
high intensity at the point of display 
requires auxiliary lighting. To meet 
these conditions, luminaires are being 
produced which give two way lighting 
from a single source. 

Retailers are spending thousands of 
dollars to advertise their wares. Going 
a step further, many merchants have in- 
stalled air conditioning to hold cus- 
tomers, once they are in the store. Now 
electrical salesmen should show how 
modern lighting will further help the 
merchant to develop and hold satisfied 
customers, 


Adequate wiring is a waste of money 
if materials installed are not thoroughly 
dependable. The quality of insulation, 
the braids and finishes are just as im- 
portant as the size of the wire. 

The day of home building and home 
remodeling is here. Architectural 
Forum, in its 1937 forecast, predicts a 
39 per cent increase in residential con- 
struction. Enough of ’37 has now 
passed to show the prediction is conserv- 
ative. For the first quarter, production 
of building wire was about two- 
thirds greater than in the correspond- 
ing period of 1936 and manufacturers 
believe they will be humping day and 
night to meet the demands for wire, es- 
pecially those sizes from 8 to 14. 

Wire producers and NEMA are 
spending plenty of money to sell the 
idea so the timely wholesaler’s salesman 
will tie-in on the promotion: 


sum on fancy office furniture and deco- 
rating, he wants the ceiling and desk 
lamps to be correspondingly attractive. 

I.E.S. study lamps continue to enjoy 
a large volume, but saturation of logi- 
cal outlets is still far in the future. Be- 
sides the home, institutions form an 
outstanding market and, obviously, the 
electrical salesman is looking for mar- 
kets where he can knock off large or- 
ders. About two years ago, Professor 
H. B. Dates, of the Case School of Ap- 
plied Science, surveyed the lighting of 
18 schools and found that 86 per cent 
of the students used old fashioned goose- 
neck lamps. With this type of illumi- 
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nation the surface immediately below 
the reflector is of glaringly high intens- 
ity while the rest of the working sur- 
face is poorly lighted. The professor 
found these differences of illumination 


TRANSFORMERS 


During the past decade, demand for 
transformers through wholesale chan- 
nels has increased tremendously and 
this item has proved to be one of the 
industry’s most profitable lines. 

Calling on industrial accounts, the 
salesman can not help but notice the 
usage of many types of transformers, 
particularly power circuit types designed 
for reducing 440 or 550-volt power lines 
to 110-volts. The use of power circuit 
transformers presents an economy of 
operation in which every industrial is 


SIGN FLASHERS 


“There’s money in sign flashers”, 
chortle those salesmen who have taken 
hold of the line and pushed it along 
with the other items regularly used by 
sign manufacturers. Trouble is that 
too many wholesalers’ salesmen have 
closed their eyes to the possibilities of 
sign equipment. 

Previous to 1925, electrical distribu- 
tors practically had a monopoly on sign 
flashers. In those days, lamp type signs 
dominated the field and wholesalers 
were on their toes, for a good sign ac- 
count meant the sale of plenty of lamps 
and sockets. 

With the advent of neon, lamp signs 


LIGHTING 


Although summer is considered a 
slow period for lighting men, there 
exists a large market for reflectors, 
portable lamps and other equipment. 
Here are a few suggestions to pass 
along to your dealers that might bring 
about a mild boom in your summer sales. 


SuMMER CottaGces—Lots of people 
forget their woes at the lake or up in 
the mountains. Any dealer located in 
these regions should feature portable 
lamps, fixtures and larger lamp bulbs 
to the vacationers. 


Porc Licutinc—Life is spent on 
porches during the summer and this 
means the “old man” is going to read 
his evening paper out there, so tell your 
dealers to sell these thousands of read- 
ers I.E.S. or other portable lamps. 


GARDEN LIGHTING—The number of 


to be 16:1 in 75 per cent of the cases. 

Such contrasting degrees of light- 
ing are not conducive to healthy eyes 
and such surveys as this well indicate 
the market available to alert salesmen. 


interested because it permits the opera- 
tion of all electrical devices, including 
lamps, from the lower rate power ser- 
vice and eliminates the cost of separate 
110-volt wiring circuits. 

Wholesalers’ salesmen will also ob- 
serve that many manufacturers, on 
whom they regularly call, have specific 
uses for transformers as part of their 
own products. 

Today, hundreds of plants are illu- 
minated with mercury vapor lamps and 
each of these requires a transformer. 
The market for this type of lighting is 
rapidly expanding, and with it, the 
market for transformers. 


took a licking and with it wholesalers 
lost valuable lamp and socket accounts 
and have since failed to take the same 
interest in sign equipment. Apparently 
many distributors have failed to realize 
that the flashing sign is still the most 
effective means of attracting attention 
just as was the case back in the days 
of lamp signs. Sign makers (and there 
are between 1500 and 2000 of them) 
are buying flashers that should be go- 
ing through wholesaling channels. 

The service angle of the flasher of- 
fers no serious drawback, because the 
average life is from three to five years. 
The discount is satisfactory and flasher 
manufacturers are looking for electrical 
wholesalers who will take hold of the 
line and really push it. 


garden enthusiasts and clubs is growing 
at a lively clip. They form a profitable 
lighting market and relatively inexpen- 
sive equipment is available to help them 
spotlight their flower beds, rock gardens 
and what-not. 


Sports Ligutinc—The day of pee- 
wee golf is gone, but how about those 
ball fields, boxing rings, tennis and 
horse shoe courts? 


RoapsipE Stanps—They’re located 
near every city and hamlet and con- 
tractors would do well to impress owners 
with the fact that good lighting means 
more customers. 


Usep Car Lots—A string of lamp 
bulbs is okay for hiding hacks, but Mr. 
Dealer wants those shiny babies to show 
to advantage, so why shouldn’t he buy 
some RLMs? The lighting men of an 
eastern town went after this market and 
today bare lamps are as scarce as hen’s 
teeth in the auto lots of that town. 
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TOO SOON. It is quite usual for 
people to blink their eyes immediately 
after a flash bulb goes off, but Harold 
J. Kresge “jumped the gun” and 
blinked during that split-second when 
the shutter was open. Mr. Kresge has 
charge of service and purchases for the 
Bridgeport, Conn. house of Sprague 
Electrical Supply Co. The gentleman 
in the center is William W. Robbins 
who covers Conn. and western Mass. 
for Appleton Electric. Ed Greene con- 
tacts the trade for Sprague. 





SAME NAME, SAME FIRM. To carr) 
on the similarity, it had better be said 
that they're brothers. Bernard Soffer, 
at the left, is secretary of G. & G. Elec- 
tric Supply Co., New York City. Mack, 
who is usually outside calling on the 
trade, happened to stop at the store 
that day. 
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Safecote Electrical Conductors into conduits. 


Their smooth, slick finish assures an eel-like passage 
through the conduits, regardless of weather conditions. 
On the hottest day Safecote Electrical Conductors enable 
you to fish more wires into a given size conduit—with half 
the effort—in half the time. There is no substitute for the 
fishability of Safecote Electrical Conductors. 
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AssociATION ACTIVITIES 








LUCKY “EX”. Tom Carey retiring 
president of the “Hylanders,” a social 
organization of the Hyland Electrical 
Supply Co., Chicago, receives a fine 
wrist watch from M. C. Taradash, 
president of the house. The members 
of the club figured that Tom did a 
“swell” job, therefore the fine gift of 
appreciation. The incoming president, 
Bud Nelson, looks on and is probably 


thinking about a year from now. 


INDUSTRIAL SHOW. Here is what 
a visitor saw when he attended the re- 
cent industrial show staged by the Cogh- 
lin Electric Co., Worcester, Mass. At 
the two-day show, held in the ballroom 
of the Hotel Mayfair, 17 manufacturers 
cooperated with Coghlin in exhibiting 
their products for the benefit of the 
1,200 industrialists, contractors, engi- 
neers and power men who attended. 


Wholesalers Represented On 
Industry Wiring Committee 


Plans for the formal launching of the 
all-industry adequate wiring program 
are nearing completion. The Plan Book, 
sound films, advertising mats and cer- 
tificates have been submitted to the in- 
dustry committee for approval. 

The all-industry committee, which will 
be called the Executive Committee of 
the National Adequate Wiring Bureau, 
will consist of two members from each 
of the five national associations. Those 
representing NEWA are J. L. Busey, 
president, General Electric Supply Corp., 
and L. E. Latham, vice-president, E. B. 
Latham & Co., New York City. 


Philadelphia Conducts The First 
Modern Electric Kitchen Show 


Realizing the tremendous interest of 
the public in all-electric kitchens, the 
Electrical Association of Philadelphia 
opened the First Modern Electric 
Kitchen Show ever to be conducted in 
this country on April 20. It was 
originally planned to have a_ week’s 
showing, but the interest evidenced by 
the public made it necessary to continue 
the display until May 6. A total of 
29,000 persons viewed the kitchen lay- 
outs during the show. 

The Electrical Association, on April 
19, held a pre-showing which was at- 
tended by more than 400 leading 
builders and builders’ salesmen, prom- 
inent architects, and leaders in the real 
estate field, banking executives, mort- 
gage company and insurance company 
officials, members of the press and 











radio, and leaders in the electrical in- 
dustry locally. 

In order to develop additional interest 
on the part of the public, a contest 
was conducted whereby a $400 all- 
electric kitchen would be given free to 
the person submitting the 10 best 
reasons why everyone should own an 
electric kitchen. Contest blanks could 
be obtained only at the show, and had 
to be deposited personally. 

In addition to the six electric 
kitchens, exhibited by Judson C. Burns, 
Elliott-Lewis Electrical Co., E. E. 
Hadler, J. J. Pocock Co., Raymond 
Rosen & Co., and Westinghouse Elec- 
tric Supply Co., a “Kitchen Klinic” 
was set up which was prepared to 
advise every housewife as to the proper 
method of rearranging and remodeling 
her kitchen. During the show, 387 
requests for replanning kitchens were 
received. 


Kansas City Association 
Celebrates 


The annual spring party of the Elec- 
tric and Radio Association of Kansas 
City was held May 4 at the Meadow 
Lake Golf Club. Main feature of the 
evening was dancing to Kate and Tom 
Beckham’s orchestra, with both popu- 
lar tunes and circle dances. 

Another celebration was the annual 
Family Picnic at Ivanhoe Golf & Coun- 
try club—featured by contests, bridge, 
golf and dancing for members and their 
families. 


Chicago Wholesalers Join 
Inspectors Association 


Every member of the Chicago Elec- 
trical Wholesalers Association has re- 
cently become an associate member of 
the International Association of Elec- 
trical Inspectors, and many attended the 
convention of the western section of 
IAEI, held in Peoria, June 3 and 4. 
A. J. McGivern, managing director of 
CEWA, spoke on “Cooperation between 
the Wholesaler and the Inspector,” and 
Walter Kiefer, Kiefer Electrical Supply 
Co., Peoria, served on the convention 
committee. 


EEI Launches National 
Store Lighting Program 


The Edison Electric Institute, through 
its lighting sales committee, has pre- 
sented to the industry a nationwide 
program for aggressive promotion of 
store lighting. A plan book, distributed 
by EEI, contains constructive sugges- 
tions for a plan of action. Plan books 
are now available at from 12 to 15 cents 
each, depending on quantity, and may 
be ordered from the Edison Electric 
Institute, 420 Lexington Ave., New 
York City. 
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is that of eastern district manager of 
the domestic appliance department of 
McGraw Electric Co. His headquarters 


will be in New York City. Previous 
to receiving the new appointment, J. K. 
Munger was salesman in the Phila- 
delphia territory, covering Pennsyl- 
vania and the Atlantic states. He 
joined McGraw Electric three and a 
half short years ago. Before that the 
wholesaling trade in Detroit knew him 
as a member of its ranks. 


SOME CROWD. At a recent meeting 
of the Electrical League of Cleveland 
this large gathering of manufacturers, 
wholesalers and contractor-dealers was 
on hand to take care of the food situa- 
tion and listen to some mighty interest- 
ing talks. Members of the League's 
staff, headed by President J. E. North, 
outlined the promotional activities of 
the organization for the ensuing months. 
Following that, Mr. North introduced 
the guest speaker of the evening, Dr. 
G. W. Allison, field representative of 
the Edison Electric Institute. Dr. Alli- 
son pointed out the vast contribution 
electricity is making to modern civiliza- 
tion and the part Cleveland's electrical 
industry has played in promoting elec- 
trical living in that area. 


Electrical League Holds Lectures 
On Use of Wiring Handbook 


The Electrical League of the Niagara 
Frontier, under the sponsorship of its 
wiring committee inaugurated a series 
of lectures on the use of the Handbook 
of Interior Wiring Design on May 21. 
Speaker was E. A. Brand, and his 
subject “What is the Handbook of In- 
terior Wiring Design?” Other speakers 
in the course will be E. W. Commery 
of the General Electric Co. at Nela 
Park; E. H. Robinson, General Elec- 
tric Co., Buffalo; H. D. Rice, manager 
of the Buffalo Board of Fire Under- 
writers; E. W. Fowler and J. F. Par- 
sons, and R. W. Mitchell of Wipperman 
& Mitchell. All electrical men are 
invited to attend the course, which will 
be held at the Electric Building, Wash- 


ington and Genesee streets. 


NEMA Organizes Bureau Of 
Institutional Safety 


The organization of the Bureau of 
Institutional Safety, sponsored by the 
Signaling Apparatus section of NEMA, 
and recently approved by its Board of 
Governors, is making rapid progress 
under the direction of the acting chair- 
man, Matthew Porosky, a director of 
NEMA. The objective of the Bureau 
is to inform parents of the exact con- 
dition of the school buildings in which 
their children spend the school year, and 
thus get more action in remedying the 
situation which exists in many schools. 
The activities of the Bureau will be de- 
voted to the accomplishment of this 
objective. Plans include the use of fold- 
ers and booklets, manuals, talks, films, 
radio continuities, newspaper and maga- 
zine stories, publicity releases, etc. 


Large Attendance Marks 
Niagara League Show 


The seventh annual Refrigeration 
Show, sponsored by the Electrical 
League of the Niagara Frontier was at- 
tended by 63,961 people—an exact count 
by an automatic counting device. The 
show was held in the Electric Building, 





in Buffalo. Springtime blossoms were 
the keynote of the decorations. The 
show was extensively advertised by 
radio and newspaper publicity. As an 
added attraction, a refrigerator was 
given away each day. W. E. Henning 
was chairman of the show. 


Rocky Mountain League 
Forms Local Chapters 


At least twelve local chapters of the 
newly-formed Rocky Mountain Elec- 
trical League are being organized. 
Chapters have been started in Greeley, 
Pueblo, Albuquerque and Grand Junc- 
tion. 

At the League’s headquarters in Den- 
ver, promotion of a program for Na- 
tional Electrical Gift Month is well 
under way, with newspaper and radio 
publicity, counter cards, displays, and 
stickers as part of the sales promotion 
campaign. 


Porcelain Enamel Institute 
Holds First Annual Forum 


The Porcelain Enamel Institute held 
its first annual forum, a result of the 
Institute’s annual meeting last October, 
at the University of Illinois, Urbana, 
Ill, May 5 to 7. Registrations were at 
the Ceramics Building, and the sessions 
opened at 2:30 on May 5. Discussions 
of many topics of interest to members 
were conducted by representatives of 
several firms. Thursday evening, May 
6, was devoted to dinner and entertain- 
ment. 


Milwaukee Plans Golf Meetings 


Mr. W. D. Baker, of the General 
Electric Supply Co., Milwaukee, and 
chairman of the golf committee of the 
Wisconsin Radio, Refrigeration and 
Appliance Association, has announced 
a series of tournaments to be held by 
the association throughout the summer. 
The first one will be held on May 21 
and others will follow each month 
through September. Two tournaments 
will be held during the month of July. 
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SALES MINDED TRIO. J. E. Hamill, 
right, travels out of New Haven, Conn 
praising the lamps made by General 
Electric. Arthur H. Brooke, center, 
covers that section of the country for 
Benjamin Electric and Nate Olshansky 
directs the sales activities of the Mar-Le 
Co., Stamford, Conn. 


BUYER AND SELLER are represented 
in this picture, but they're both with 
the same firm, so no deal. H. A. 
Squires, besides doing the purchasing 
for Sprague Electrical Supply Co., 
Waterbury, Mass. also has charge of 
service. A. E. Coey is the fellow re- 
sponsible for industrial. sales. Coey 
has been with Sprague Electric since '32. 
Before that he drew his pay check from 
Parr Electric, Brooklyn. Squires is well 
known to New England Electrical men 
for he has been in that section for the 
past 15 years, 
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New Orleans Wholesalers 
Support Lighting School 


Under the auspices of the Electrical 
Association of New Orleans, a confer- 
ence on commercial lighting was con- 
ducted during May. Four meetings, 
one each week, were attended by elec- 
trical contractors, wholesalers’ sales- 
men and utility representatives. An 
average of 36 contractors and 43 whole- 
salers’ men attended each meeting. 

This conference was part of a three 
month cooperative activity designed to 
promote the sale of commercial light- 
ing equipment. Participating wholesalers 
were required to stock the particular 
fixture submitted by their respective 
organizations and these fixtures were 
featured throughout the campaign. Par- 
ticipating contractors were required to 
attend at least three of the four sessions 
of the lighting school, and attendance 
prizes were awarded at a buffet supper 
at the conclusion of the activity. 


Baltimore Representatives Have 
Golf Tournament 


The Electrical Manufacturers Repre- 
sentatives Association of Baltimore, 
Md., held its ninth annual golf tourna- 
ment at the Rodgers Forge Golf Club 
on June 8. Committees in charge of 
the affair were headed by Mason Wood, 
handicap; W. J. Batchler, prizes; A. R. 
Simmons, finances, and R. G. Mont- 
gomery, publicity. 


Philadelphia Trade Show 
Attended By 6000 


The sixth annual Electrical Progress 
Exhibit sponsored by the Electrical As- 
sociation of Philadelphia. was held in the 
Edison Bldg., May 11 to 13. All avail- 
able space was sold out a month in ad- 
vance of the opening date. The prod- 
ucts of 50 companies were displayed, in 





65 booths. The exhibit covered a com- 
prehensive display of equipment includ- 
ing lighting, motors, motor control, 
switch gear, instruments, wire, wiring 
devices, heating, ventilating, switches, 
panelboards and signaling systems. 
Attendance was by invitation only, 
and registration totaled about 6,000 in- 
cluding industrial executives, archi- 
tects, consulting engineers, electrical 
contractors, wholesalers and utility men. 


“Bob” Simon Heads EEWA 


Members of the Eastern Electrical 
Wholesalers Association have elected 
Robert L. Simon, Metropolitan Elec- 
trical Distributors, Inc., as chairman of 
the board of governors for the ensuing 
year. Members of the board for 1937- 
38 include the following New York 
City wholesalers: H. J. Baitinger, 
Baitinger Elec. Co.; N. Gertler, Gertler 
Elec. Supply Corp.; M. Hirschfeld, 
Hirschfeld Elec. Supply Co.; G. Lich- 
tenstein, Garfield Elec. Supply Co.; J. 
Tucker, U. S. Elec, Supply Co.; J. 
Kurzon, Joseph Kurzon, Inc.; William 
Smart, Smart Elec. Supply Co.; Mur- 
ray Kobert, Murray Elec. Supply Co., 
and, as alternate, William J. Kohn, 
Tudor Elec. Supply Co. 

Members from other cities include: 
S. Berman, D. Berman & Son; J. Korn, 
Williamsburg Elec. Supply Co., and A. 
E. McLaughlin, Weiss DeVeau Co., all 
of Brooklyn. Also I. Jaffe, Silk City 
Elec. Supply Co., Paterson; A. Beller, 
Eastern Elec. Supply Co., Newark, and 
L. Lowenthal, Lowenthal Elec. Supply 
Co., Hackensack. 


Harry Clarke Elected President 
Of Detroit Electric Club 


At the last meeting of the board of 
directors of the Electric Club of De- 
troit, Harry C. Clarke was unanimously 
elected, on the first ballot, as president 
of the club for the 1937-38 season. Mr. 
Clarke is president of the Crescent Elec- 
tric Co., and one of the original mem- 
bers of the club. 


Milwaukee Appliance Dealers 
Plan Cooperative Action 


The appliance dealers of the Wiscon- 
sin Radio, Refrigeration and Appliance 
Association, have set up a merchan- 
dising committee to bring about a closer 
cooperation between the dealers in 
meeting their merchandising problems. 
It is the aim of the group to establish 
power and influence which can be used 
to correct the bad practices which exist 
in this field. 

The committee is considering the 
advisability of using the Wisconsin 
Fair Trade Practice Act to eliminate 
many of the existing evils. 
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New Fostoria Localite opens 


Vast Industrial Market for 
BETTER LIGHT ON THE JOB 





That engineered lighting pays real dividends is accepted 
fact of major industries today. That adequate illumination 
requires proper localized lighting to supplement the 
overhead system is a recognized necessity wherever 
close, accurate work is the rule. Hundreds of precision 
operations — machining, sewing, assembling, inspec- 
tion, grading, etc., — demand high intensity localized 
light for ‘‘seeing’’ speed and accuracy. Thousands of 
factories — textile, jewelry, clocks and watches, instru- 
ments, footwear, metal goods, household appliances, 
radio, printing materials, etc., — are improving produc- 
tion and profits with the new Fostoria Localites on the 
job. By meeting industry's universal need for engineered 
localized lighting units, Fostoria has opened a vast 
market for new equipment sales — one of the greatest 
opportunities for new business and profits today. Be sure 
to cash-in by knowing the complete Fostoria story. 


THE FOSTORIA PRESSED STEEL CORP. 


FOSTORIA, OHIO 
June 1937 — ELECTRICAL WHOLESALING 


GREAT SALES OPPORTUNITY 
IN Euegincered LOcALiZED LIGHTING 


WHOLESALERS PRAISE 


FOSTORIA SALES POLICY 


ENTHUSIASTIC is a small word for the reception and 
support accorded the Fostoria Localite proposition 
by many prominent wholesaler organizations. With 
an exclusive feature product of enormous sales 
potential, a complete program of merchandising 
cooperation and a sales policy that protects the 
distributors market and profit, Fostoria has a combina- 
tion which spells REAL OPPORTUNITY. 


COMPLETE DESCRIPTIVE 
BROCHURE FREE 
ON REQUEST 


Authorative facts on local- 
ized lighting advantages 
and complete information 
on Fostoria Localites are 
included in this catalog. 
Write for a free copy. 
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SATURDAY MORNING is about the 


only time George Campbell and Her- 
man Boyer can be found in the office 
of Eastern Electrical Supply Co., New- 
ark. The vest of the week they're out: 
with their sales kits and samples calling 
on the trade. 


GRAB-IT-AND-GO. Remodeling the 
warehouse to include a “grab it and 
go" department has speeded up order- 
filling, pleased customers, and created 
a good advertising medium for Norton 
& Norton, Los Angeles. Known as the 
“Electric Wholesale Mart,” this depart- 
ment was constructed at one side of the 
building. Customers may drive in 
from the busy boulevard and are al- 
ways assured of a parking space. By 
backing trucks to the dock, the heaviest 
motors or small orders can be loaded 
quickly and easily. Wide doors con- 
nect the “Mart” with the main building. 
The rear of the dock is used for storage 
and handling the overflow from the 
main warehouse. 








New Graybar Branches Open 
In Three Cities 


The Graybar Electric Co., opened 
three new branches during April and 
May. A branch house, reporting to 
the Chicago office, opened at 212 E. 
State St., Peoria, Ill., with V. A. Elm- 
blad as manager. Elmblad was formerly 
the salesman for Graybar in that terri- 
tory. W. R. Harting is service super- 
visor of the new branch, 

At Butte, Mont., a branch reporting 
to Spokane was opened at Harrison 
and E. Front St., on the Yellowstone 
trail. E. J. Riley was appointed man- 
ager, with C. M. Lawrence as service 
supervisor. 

The new Queensboro branch at Elm- 
hurst, L. I., opened on May 1. 


Oakes Electric Remodels 


The rehabilitation of the offices and 
warehouse of the Oakes Electrical Sup- 
ply Co., Holyoke, Mass., was completed 
early this month. Offices were enlarged 
and new stocking facilities incorporated 
to make the best use of available space. 

A well equipped and furnished con- 
ference room has been built in the base- 
ment, so that meetings can be held with- 
out interruptions. 


Graybar Service Awards For May 


During May another group of Gray- 
bar employees reached one of the five- 
year brackets that call for special 
recognition. George Antrim of the 
merchandising department in New York, 
John Quirk, salesman at Chicago, John 
Remes, head of stock maintenance and 
Harry H. Markell, Jr., cashier, both 












of Chicago, are all in the 30-year group. 
Also from Chicago, Clarence Gilbert, 
salesman, and Clara Fleig, sales record 
clerk, passed the 25-year mark. William 
C. Robinson, sales manager at Youngs- 
town, E. J. Aubrecht, salesman at Min- 
neapolis, and J. P. Casey, St. Louis 
salesman, are also in the quarter century 
group. For twenty years of service, 
awards were presented to T. B. Paige, 
salesman at Houston, and Elizabeth 
Keller, typist at the Los Angeles house. 


Commercial Electric Buys 
Columbus Firm 


The Commercial Electric Co., Toledo, 
purchased a controlling interest in the 
McCleery-Carpenter Electric Co. of 
Columbus, Ohio. 

N. C. Goldman, president of Com- 
mercial Electric, is president of the 
newly acquired house and will divide 
his time between the two concerns. 
Irving S. Leon has been appointed as 
radio and appliance sales manager in 
Toledo. 

Herbert D. McCleery, formerly pres- 
ident of McCleery-Carpenter, is now 
vice-president and general manager of 
the Columbus house, and F. O. Car- 
penter was elected as its secretary and 
treasurer. 


Welsbach Buys New Store 


Harlan L. Stroube, head of the Wels- 
bach Sales Co., Cincinnati, announced 
recently the purchase of the former 
Union Central Life Insurance building 
at Fourth St. and Central Ave. Im- 
provements are being made to present 
a modern display front. Interior changes 
include a mezzanine and installation of 
elevator service. A shipping center 
and warehouse are located on the Cen- 
tral Avenue side. 


G. E. Supply Takes Over 
National Electrical 


The National Electrical Supply Co., 
of Washington, D. C., has been taken 
over by the General Electric Supply 
Corp., and is being operated as a branch 
house by G.E. 


First Carrier Franchise 
To Stern & Co. 


The Carrier Corp., pioneer air-condi- 
tioning manufacturer of Newark, N. J., 
has brought out a new line of unit air 
conditioners which will be marketed 
through wholesale distributors. Francis 
Stern, president of Stern & Co., Hart- 
ford, on a recent visit to New York 
announced that his company’s franchise, 
covering the central New England ter- 
ritory, was the first distributor’s fran- 
chise to be closed by the Carrier offi- 
cials. 
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If you’re not getting a 
handsome volume on 
heavy duty, large capacity 
safety switches . . . then 
something is radically 
wrong. Because there's 
a lot of big switch busi- 
ness being placed every 
day. Increased production 
schedules demand heavier 
equipment . . . and where 
heavy equipment is re- 
quired specify Colt-Noark 
Quadbreak and Dualbreak 
Safety Switches. They're 
built to stand up! 
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is a 1200 
ampere switch 
with Quadbreak 
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75934 at the 
left is a 400 








The one at the 
right is a 400 
ampere Dual- 
break switch, 
Cat. 27234. 


The Colt-Noark line of Type A Safety Switches 
starts at 30 ampere models . . ends at 1200 ampere 
giants. Available with long wearing Quadbreak and 
Dualbreak mechanisms . . sturdy, roomy cabinets . . 
quick-make and quick-break . . plenty of cabinet 
knockouts . . and the specially designed pistol grip 
operating handle that snugs close to the cabinet. 
Minimum space requirements . . quick installation . . 


safe operation! For bigger profits in big switches e 
. . put in Quadbreak and Dualbreak Switches! Safety Pwitches 


COLT’S PATENT FIRE ARMS MFG. CO., 


HARTFORD, CONN. Ufr to. 1200 Amperes 


H. B. Squires Co., Pacific Coast Representative 


COLT-NOARK 
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GAS-HOUSE GANG of 1921. A 
scrappy crowd of ball players was this 
Western Electric Co., Kansas City team. 
They won lots of games; had a barrel 
of fun, so this picture should stir fond 
memories. All but three of the boys 
are still with Graybar and are listed 
according to present status. Rear, left 
to right. R. J. McCabe, Boston mgr., 
S. V. Glover, quotations, K. C., S. H. 
Hill, W. Elec. mgr. at Dallas, J. G. 
Dean, credit mgr. K. C.,-M. O. 
Mellvain, service mgr., K. C., E. F. 
Linnerson, sales, Wichita, A. R. Ham- 
met, not with Graybar, and W. B. 
DeForest, sales mgr., New York City. 
Front, W. Frazier, merchandise mer., 
K. C., T. W. Conrad, Tulsa mgr., J. W. 
McLaughlin, not with Graybar, J. A. 
Mayer, Cleveland mer., and J. M. 
Hughes, not with Graybar. 





SALESMEN RELAX before the meet- 


ing begins. J. E. Granniss of the Mer- 
chandise and Appliance Dept. of Gen- 
eral Electric Co. and W. Graham, a 
salesman for Coghlin Electric Co., Wor- 
cester, Mass., take it easy before the 
beginning of one of those Saturday 
morning sales gatherings. 
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Dale Radio Moves 


A short time ago Dale Radio, Inc., 
New York City, moved from 29 Murray 
St. to larger quarters at 25 Warren St. 
At the new location Dale has the entire 
fourth floor, with a large portion of the 
space devoted to a display room. 

The firm distributes Admiral radios, 
Copeland refrigerators, Knapp-Mon- 
arch appliances and has the “exclusive” 
on Sylvania tubes in the Metropolitan 
area, 


Electrical Supplies Stages 
Industrial Show 


With the spotlight on the products of 
the Diehl Mfg. Co., Electrical Supplies, 
Inc., of Hartford, played host to 150 
representatives of industrial, utility, 
railroad and contracting firms on May 
4. Officials of the wholesaling firm, 
with W. J. Jockers, R. G. Symonds, 
H. W. Kloth, “Duke” Getchell and Jim 
Ryan of Diehl were on hand to explain 
the features of the products. 

The large display room of Electrical 
Supplies was used to show motors, fans, 
air circulators and grinders to the visi- 
tors. An array of fans and motors 
made in 1885 were also of great inter- 
est. 


Sackett Uses Rotogravure 


The H. I. Sackett Electric Co., Buf- 
falo, observed its 40th anniversary with 
a full page advertisement in the roto- 
gravure section of the Buffalo Times 
for Sunday, May 23. Under the head- 
lines “Buffalo’s Oldest Electric Supply 
House” and “Growing with Buffalo 
since 1896”, appeared portraits of H. I. 
Sackett, president, and R. P. Sackett, 
secretary-treasurer ; an exterior view of 





the Sackett building; interior views of 
the recently remodeled display room, 
general offices and warehouse, also the 
names of this wholesaler’s principal 
sources of supply, together with their 
products. 


Connelly Distributes Catalogue 


F, B. Connelly, northwestern distribu- 
tors, with houses in Seattle, Spokane 
and Portland, mailed out to 2000 dealers 
copies of its new catalog. The book, 
containing complete listing of lines 
carried and price schedule, is illustrated 
and contains 23 pages. 


New Canadian Distributor 
For Refrigerator Company 


MacKinnon Sales & Service, Ltd., 
Vancouver, B.C., have been appointed 
distributor for the province by the Uni- 
versal Cooler Co. of Canada, Ltd. In 
this capacity the firm will handle the 
distribution of the Universal domestic 
refrigerator, meat market and restaur- 
ant refrigerator, ice cream refrigerators, 
butter and fruit storage, meat display 
cases, air-conditioning, and milk re- 
frigerators. 


Hayes Adds Refrigerators, 
Brightens Display Room 


A short time ago the Charles E. 
Hayes Co., Springfield, Mass., took on 
Sparton refrigerators to distribute in 
that territory. Last fall this firm began 
the distribution of Sparton radios. 

The second floor fixture and appli- 
ance display rooms of this wholesale 
organization have been completely re- 
decorated. 


Tri-State Sponsors Displays 


Tri-State Electric Co., of Hagers- 
town, Md., held a sales meeting at 
Muhlenberg Hall, Woodstock, Va., 
April 30 and May 1. All members of 
the Electrical Manufacturers Repre- 
sentative Association of Baltimore were 
invited to attend and display their lines. 


Seven New Horton Distributors 


The Horton Mfg. Co., Fort Wayne, 
Ind., makers of washers and ironers, 
have appointed seven new distributors 
during the past three months. They 
include City Electric Co., Syracuse: 
Gerlinger Equipment Co., Toledo; Grif- 
fith Distributing Corp., operating from 
Indianapolis, Dayton and Cincinnati 
branches; Kurtzco Distributors, Inc., 
Buffalo; Eskew, Smith & Cannon of 
Charleston, W. Va., Southern Sales Co., 
Oklahoma City, and Stewart-Warner 
Distributors Co., Chicago. 
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Canadian Firm Builds 

McLennan, McFeely & Prior, Ltd., 
wholesale hardware and electrical mer- 
chants, of Vancouver, have purchased 
property occupying an entire city block 
in New Westminster. They plan to 
erect a new wholesale and retail estab- 
lishment on the property, which is 
located on Columbia St. 


Westinghouse Entertains 
Reno Sales Co. 


The Westinghouse Lamp Division of 
the Westinghouse Elec. and Mfg. Co. 
recently played host to the Reno Sales 
Co. of Brooklyn, in recognition of the 
marked increase in the company’s lamp 
sales. A dinner was held at the Towers 
Hotel, where W. J. Massey, R. E. Eber- 
sole, and a group of salesmen repre- 
sented Westinghouse. Those from Reno 
Sales Co. who attended included O. S. 
Josephs, H. E. Josephs, and Carl Gold- 
man. Also present were the following 
members of Reno’s sales force: L. Gold- 
man, B, Simon, L. Weiner, E. Mino- 
witz, J. Sherlock, A. Jacobs, M. Eskin, 
H, Stockhammer, S. Peritz, J. Weitz, 
and H. Barth. 


Jacksonville House Expands 


The Ace Electric Supply Co., which 
opened a branch at Fort Pierce, Fla., 
last year, has recently moved its main 
house in Jacksonville from 30 S. Laura 
Ave. to new quarters at 341 E. Bay 
St., providing a 50 per cent increase in 
floor space. 


Refrigerators Increase Business 


Sales of the W. A. Roosevelt Co., 
La Crosse, Wis., for the first four 
months of this year show an increase 
of about 30% over the corresponding 
period of the previous year. This in- 
crease, according to Mr. T. H. Brind- 
ley, is largely due to the increase in 
sales of electric refrigerators. The 
Roosevelt Co. has recently added a line 
of refrigerator parts. 


Northland Enlarges 


Northland Electric Supply Co., 
Minneapolis, signed a lease on May 1 
to take over the store next door to their 
house on S. Fifth St. The new store 
will increase the company’s space by 
one-third. It will be used for display- 
ing large appliances and merchandise. 


Sticklor Electric Adds Space 


By taking over the building adjoin- 
ing its present quarters, the Sticklor 
Electric Supply Co., Hartford, Conn., 








more than doubled its floor space. Re- 
modeling of the addition was completed 
about June 1, and the fixture room and 
offices were installed in that section. 
The original building is used for ware- 
housing. 


Associated Sales Co. Changes 
Name To Western Wholesale 


Formerly known as the Associated 
Sales Co., the Los Angeles wholesale 
firm has changed its name to the West- 
ern Wholesale Electric Co. The com- 
pany remains at its former address, 2151 
Sunset Blvd. 


Brown Supply Uses Range Trailer 


Brown Supply Co., St. Louis, intro- 
duced the new line of “Universal” elec- 
tric ranges with a “Range Store at 
your Door” auto trailer. The trailer 
was fitted up as a modern show room, 
and contained a full line of ranges as 
well as comfortable seating capacity. 
Calls were made at the stores of every 
dealer in the area. 
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SONGBIRDS. When W. H. Scherer, 
superintendent of the East Springfield, 
Mass. plant of Westinghouse Electric 
announced his resignation from the firm, 
the boys who had workea under him 
staged a testimonial dinner, with their 
former boss as guest of honor. A few 
of them cut loose and they were caught 
in action. Sitting. Leo Blette, Steve 
Seymansky and Stanley Soja. Standing. 
Fred Egbert, Charles Vivenzio, Irwin 
Ross, Romeo Nadeau, Milton Kalischer, 
Thomas Buckley, Leo Viens, Douglas 
Langfesty, Claude Barnes, Charles St. 
Francis, Edward Hall (Wesco), Thomas 
Armstrong and Ralph Milette. 


"SHOW PEOPLE.” A< short time ago 
these folks representing Electrical Sup- 
plies, Inc., Hartford, Conn. and Diehl 
Mfg. Co. gave the “cold dope’ to a 
large number of industrials, contractors 
and utility men at a showing in the 
wholesale house. From the left, W. C. 
Getchell, Diehl, J. E. Ryan, Diehl, 
H. W’. Kloth, Diehl, ]. M. Mullin, Elec- 
trical Supplies, W. J. Jockers, Diehl, 
Miss Tommasoni, Electrical Supplies, 
R. Symonds, Diehl, J. Gray, E. Dakin 
and B. P. Hunt of Electrical Supplies. 
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ManurFactTurers’ News 











PROMOTED. George W. Butler, for- 
merly assistant sales manager of the 
Midwest for Steel And Tubes, Inc., has 
been promoted to manager of conduit 
sales with headquarters at Cleveland. 
In his new position, Butler will super- 
vise sales of Steel And Tubes’ thin-wall 
conduit, also the Fretz-Moon line of 
conduit. George has been with the firm 
for the past seven years. He spent three 
and a half years in the Chicago region, 
before that he was in the Kansas City 
territory. 


MIGHTY LARGE reflectors are these 
in the hands of A. F. Wakefield and 
C. A. Schroeder. Still they aren't large 
enough to handle that G. E. promotional 
“lamp” held by C. W. Hodgson, man- 
ager, of the Lake Erig Power & Light 
Co. Wakefield is president of the F. W. 
Wakefield Brass Co. and Schroeder is 
secretary of that concern. They're proud 
of those reflectors for they are 26% 
inches in diameter, the largest molded 
plastic in the world. 


General Electric To Build 
New Los Angeles House 


A new $700,000 building will be 
erected by General Electric Co., in Los 
Angeles. Construction will be under the 
supervision of the General Electric 
Realty Corp. The. new building will 
contain six stories and basement, and 
will occupy approximately a city block 
in the downtown section of the city. Of 
reinforced concrete construction, with 
250,000 square feet of floor space, the 
new building will house the offices, ware- 
house and display rooms of the General 
Electric Co., G.E. Supply Corp., G.E. 
Contracts Corp., and the Merchandise 
Division. It is anticipated that three 
floors of the building will be ready for 
occupancy by September. 


Dallas Branch Opened 
By Cutler-Hammer 


To provide better service facilities 
for customers, Cutler-Hamnier, Inc., 
with main offices in Milwaukee, has 
opened a new sales office in Dallas. 

Located at 624 Santa Fe Bldg., the 
new Office will handle sales of the com- 
plete C-H line. A stock of standard 
apparatus will be carried. 


New Radio Corporation 
Formed In Chicago 


A new radio manufacturing company, 
which has purchased and will use the 
trade name of Clarion, has been formed 
in Chicago. R. B. Lacey, vice president 
and general manager of the new com- 








pany, has been connected for the past 
five years with the Wilcox-Gay Corp. 
of Charlotte, Mich., and previously was 
general sales manager for the Perry- 
men Tube Corp., North Bergen, N. J. 
The new company will be known as 
the Clarion Corp., and will have its 
executive offices in the Pure Oil Bldg., 
Chicago. They will manufacture automo- 
bile, home and farm radios, to be sold 
only through wholesale distributors. 


New Triangle Offices 


The Triangle Conduit & Cable Co., 
Brooklyn, has opened a new general 
office at 92-27 Horace Harding Blvd., 
Elmhurst, Long Island. The new, two- 
story brick building will house the 
executive, sales and administrative de- 
partments. It is located near the Wood- 
haven station of the Independent sub- 
way, an accessible spot. 


Majestic Moves to Chicago 


The Majestic Radio and Television 
Corporation is planning to move from 
Marion, Indiana to Chicago, where it 
will locate at the northwest corner of 
W. 50th and S. Rockwell Streets. The 
company contemplates manufacturing 
refrigerators in addition to radios. 


New Plant for Kellogg 


The Kellogg Switchboard and Supply 
Co., manufacturer of switchboard and 
telephone equipmert, has announced 
plans for a $1,000,000 plant to be lo- 
cated in the Clearing Industrial District, 
Chicago. The company is at present 
located at 1066 W. Adams Street. 


Sangamo Moves Chicago Office 


Sangamo Electric Co., Springfield, 
Ill., announces the removal of its Chi- 
cago offices to Suite 1022, 140 So. Dear- 
born St., Chicago. 


Staff Changes At Union Metal 


C. A. Williams has been appointed 
southern district manager of the Union 
Metal Mfg. Co., Canton, Ohio, with 
offices at New Orleans. J. D. Lang is 
new Middle Atlantic district manager, 
succeeding the late E. B. Comfort. In 
New York City, Harvey S. Tonks has 
been made special representative, with 
offices at 70 Pine St. 


Electrical Fittings Corp. Moves 


The Electrical Fittings Corp. has 
moved to a new location at 663-665 
Broadway, New York City. Shipping 
and receiving address for the firm is 230 
Mercer St. 
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Westinghouse 


@The principle of the Diamond-Pointed Break Jaw and 
Extended Blade used in Westinghouse Safety Switches is 
extremely simple. Yet it is one of the biggest reasons why 
these switches give reliable service for years beyond the 
ordinary switch’s life. 


Extreme simplicity, in fact, is a distinguishing feature of 
Westinghouse Safety Switches. Copper parts are of solid 
one-piece or milled-and-ground construction, eliminating 
most of the customary screws and bolts. Bases are of one- 
piece, non-carbonizing composition. Contacts and fuses 
are accessible for inspection by simply opening the cabinet. 


By standardizing on Westinghouse Safety Switches, you 
can assure yourself of maximum savings on repairs and 
replacements. All commercial types and ratings, Types A, 
C and D. Call or write your nearest: Westinghouse Office 
Electrical Wholesaler Eiectrical Contractor Motor Dealer 


Westinghouse Elec. & Mfg. Co., East Pittsburgh, Fa. 
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THE WESTINGHOUSE DIA. 
MOND-POINTED JAW AND 
EXTENDED BLADE 
is an exclusive feature in West- 


inghouse Safety Switches that 
insures extra years of efficient life. 


THE WESTINGHOUSE 
EXTENDED BLADE 


meets the break-jaw at one point 
only. Arcs and resultant beading 
are confined to this area, which 
falls entirely outside of the con- 
tact surfaces when switch is 
closed. This insures complete 
union between blade and jaw, 
unaffected by time and usage. 


Switches in ratings of 575 and 600 
volts are equipped with the famous 
Westinghouse ‘“‘De-ion’”’ Arc Quencher. 
In the past, arcs have been broken by 
“stretching.’’ The ‘‘De-ion’”’ quencher 
confines, divides and extinguishes 
arcs instantly—obviously preventing 
concentration of burning heat on con- 
tacts or arc barriers. 























TRANSFERRED. H. R. Coward, who 
has represented Steel And Tubes, Inc. in 
the Kansas City territory for the past 
three and a half years, has been trans- 
ferred to Chicago, succeeding George W. 
Butler, who was moved to Cleveland. 
In his new position, Coward is assistant 
sales manager of the Midwest. Before 
joining Steel And Tubes he was with 
Harvey Hubbell, Inc. 


INSURANCE CENTER of the country, 
Hartford, Conn., is also the city that 
claims the Connecticut Electric Supply 
Co. Arthur Rogers, Jr. works in the 
stock room of that house; Arthur 
Rogers is manager and Fred Shirley is 
another fellow who spends some time 
in the stock room. 


Murray Whitfield Joins Appleton 


Effective June 1, Murray Whitfield 
resigned as manager of conduit sales for 
Steel & Tubes, Inc., Cleveland, and is 
now located in Chicago as general sales 
manager of the Appleton Electric Co. 

George Butler, district sales man- 
ager for Steel & Tubes in Chicago, has 
been transferred to Cleveland, to suc- 
ceed Mr. Whitfield. 


Robeson-Rochester’s New Fan 
Sold Through Wholesalers 


The Robeson-Rochester Corp., Roch- 
ester, N. Y., manufacturers of electrical 
appliances, tableware and cutlery, has 
operated for many years on a direct- 
selling basis. This year, however, it 
has entered the electric fan field, and 
general sales manager Earl Freese 
states that “in the sale of our electric 
fan we have insisted quite generally 
that our salesmen adhere to wholesale 
policies entirely, and our sales of this 
item have been at least 90 per cent 
through wholesale channels.” 


Mahan Made Westinghouse 
Advertising Manager 


S. D. Mahan has taken over the 
duties of general advertising manager 
of the Westinghouse Elec. & Mfg. Co. 
Formerly manager of merchandising 
advertising, Mr. Mahan will now have 
general supervision over all advertising 
and sales promotion work of Westing- 
house and subsidiary companies. His 
headquarters will be in Mansfield, Ohio. 

Succeeding him in the post of mer- 
chandising advertising manager is 
Roger Bolin, since 1925 a member of 
the Westinghouse advertising depart- 
ment. 


RCA-Victor In Chicago Move 


The RCA-Victor Distributing Corp. 
has been moved from 111 N. Canal 
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Street to 441 N. Lake Shore Drive, 
Chicago. This location is just north 
of the new Outer Drive Bridge which 

is now under construction and which © 
will be in operation in the near future. 


G. E. Holds New York Exhibit 
Of Switchgear Equipment 


A traveling exhibit of the most re- 
cently developed switchgear equipment, 
sponsored by General Electric, and fea- 
turing working models of oil-blast cir- 
cuit breakers and various types of metal- 
clad switchgear, opened in New York at 
the Hotel Ambassador on May 3. De- 
signed as a practical demonstration of 
the advantages of modern circuit-inter- 
rupting apparatus, the exhibit will be 
shown to leading central station, indus- 
trial, and transportation executives. in 
key cities throughout the country. 


RCA-Victor Gets Canadian License 


RCA-Victor Co., Ltd., was registered 
at Victoria, B. C., as an extra-provin- 
cial company and authorized to operate 
as wholesale distributor of radios, 
records and electrical equipment for 
sound reproduction. Head offices are at 
925 Lenoir St., Montreal and the Van- 
couver office is at 1206 Homer St. 


Becker Bros. Lease New Site 


A two-story building has been leased 
by the Becker Bros. Carbon Company, 
manufacturers of carbon products for 
electrical uses. The new location is 
3450 S. 52nd Avenue, Cicero, Chicago, 
Illinois. 


New Ideal Showroom In N. Y. 


Removal of the New York office to 
larger quarters at 61 E. 11th St. is an- 
nounced by the Ideal Commutator 
Dresser Co., of Sycamore, Ill. The 
new quarters include a completely 
equipped ‘show room, featuring “action 
displays” of the company’s products. 


New Dunlap Sales Manager 


J. B. Mitchell has been made sales 
manager of the John Dunlap Co., ac- 
cording to an announcement by its 
secretary, A. C. Greiner. The company, 
located in Carnegie, Pa., makes in- 
dustrial lighting equipment and ac- 
cessories. 


Syntron Co. Moves 


The Syntron Co., manufacturer of 
electric tools, has moved from Pitts- 
burgh to a new plant at Homer City, 
Pa. Offices of the company will also 
be located at the new plant. 
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Century Moves New York Office 


The New York office of the Century 
Electric Co. has been moved from 50 
Church St., Hudson Terminal Bldg., 
into larger quarters in the Underwood 
Bldg., 30 Vesey St. . 


Ward Leonard Appointment 


J. Y. Dahlstrand has been appointed 
by the Ward Leonard Electric: Co., 
Mount Vernon, N. Y., as special repre- 
sentative in Burlington, Iowa, to handle 
sales of automatic alternator voltage 
regulators. His offices are at 1719 
South St. Mr. Dahlstrand was form- 
erly associated with Allis-Chalmers 
Mfg. Co., Westinghouse Elec. & Mfg. 
Co., Kerr Turbine Co., and Murray 
Iron Works. 


E. D. Kennedy With Copperweld 


Edmund D. Kennedy, formerly ad- 
vertising manager of the Hays Corp., 
Michigan City, Ind., is now with the 
advertising department of the Copper- 
weld Steel Co., Glassport, Pa. Mr. 
Kennedy had been associated previously 
with the Westinghouse Electric & Mfg. 
Co. of East Pittsburgh, and the National 
Electric Co. at Pittsburgh. 


Patterson Joins Holophane 
At St. Louis 


C. A. Patterson has been appointed 
Holophane sales engineer for the St. 
Louis-Kansas City territory. Mr. Pat- 
terson has had many years of experi- 
ence with various power companies. His 
most recent connection was with the 
Alabama Power Co. as commercial and 
industrial lighting engineer. He re- 
signed this position to take over his new 
duties with the Holophane organization. 


Mercoid Corp. Transfers 
Ufer and Lischett 


William Ufer and Walter Lischett 
have been transferred by the Mercoid 
Corp., of Chicago, to the sales depart- 
ment. They recently completed a train- 
ing course in the factory and service 
departments. 

Other new sales appointments include 
that of R. M. Keatts and J. F. Mc- 
Cauley: Keats will work out of the 
Cincinnati office, and McCauley will 
be located in Cleveland. 


G. E. Home Bureau 
Appointments 


C. W. Stuart has been appointed 
assistant manager of the General Elec- 
tric Home Bureau, New York, and will 
also continue his duties as secretary of 


the appliance sales committee. Two new 
field representatives have also been ap- 
pointed. They are H. J. Lummy, for- 
merly with Caswell, Inc., and G.E. 
Supply in Detroit, who will carry on 
field contacts in that city, and R. L. 
Ruhly, architect, for the past five years 
with the Cleveland Vibrator Co. who 
will represent the Home Bureau in 
Cleveland. 


New Address For Rex Electric 


The Rex Electric Mfg. Corp., for- 
merly located at 264 Canal St., New 
York City, has moved to new quarters 
at 476 Broome St. In the new location 
the company has 7500 square ft. of 
floor space. In addition to their usual 
line of desk, bed and novelty lamps, Rex 
Electric is now making a new line of 
marine lanterns and hall lanterns. Her- 
man Shuman, formerly with Eagle Elec- 
tric Mfg. Co., is president of the com- 
pany. 


Harry Hudson Joins Colt 


Harry E. Hudson, who was connected 
with the Joseph E. Greene Co., the 
Lewis Electrical Supply Co., and the 
George H. Wahn Co., all of Boston, 
for 8 years prior to spending 9 years 
in sales work for Square D, has been 
given a coat hook and all the “fixins” 
that go with a sales post at the Boston 
office of Colt’s Patent Fire Arms Mfg. 
Co. He reports orders for the Colt- 
Noark line. 


Buchanan On Exhibit Committee 


S. N. Buchanan, of Thomas & Betts 
is a member of the exhibit commit- 
tee tor the third annual convention of 
the Associated Municipal Signal Serv- 
ices. The cenvention will be held at 
the Elizabeth Carteret Hotel, Eliza- 
beth, N. J., June 28, 29 and 30. 
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HEADS NEW OFFICE. E. J. Gove 
has been covering the Youngstown terri- 
tory for Cutler-Hammer, Inc., for a 
number of years and when the firm 
opened the office at 1106 Central 
Tower, the logical man to head it was 
none other than “E.J.” 


BOTH SALES MINDED. E. F. Looby 
who handles both supply and appliance 
lines for Coghlin Electric Co., Wor- 
cester, Mass. sits himself on a table and 
rests bis feet while chatting with C. L. 
Cole of G. E.’s Merchandise and Ap- 
pliance Dept. Cole and a fellow sales- 
man were about to give the Coghlin 
boys the dope on a new roaster. 
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SIT DOWN STRIKE? No, not that. 
Just a minute's relaxation for these folks 
of the General Electric Supply Corp., 
Springfield, Mass., while the camera gets 
set. Introducing, C. S. Brown, I. R. 


Drummond, Mary Waiwat, C. M. 
Smith, C. H. McNamara, F. A. Riley 
and F. S. Coach. 


SALES VOLUME amounting to plenty 
of dollars is turned out by these selling 
experts of Standard Blectric Supply Co., 
Milwaukee. The boys are, Leonard 
Siegel, Ben Merritt, Leo Sanford, Lloyd 
Dunston, Arnold Wolters, George 


Thayer, Irving Hein, Ray Eltag and 
Ed Peterson of Standard, and Mr. Tim 
of Trester Service. 
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PERSONALS 





DonaLp Tuurow is selling air-con- 
ditioning for L. R. Klose Electric Co., 
Kalamazoo, Mich. Orvit_te HALL re- 
places him in the stock room. 


F. W. Stousa has been transferred 
from the position of service manager to 
that of city salesman at Electric Supply 
Co., Tulsa, Okla. C. C. Boyer joins the 
service department employees. 


C. L. CoGsweELt becomes manager of 
the Westinghouse Electric Supply Co., 
Utica, N. Y. He was formerly indus- 
trial salesman with the Binghamton 
branch. In the sales department ef the 
Utica house, CLirForp HARRER is new 
city salesman, covering Utica and vi- 
cinity. 


Roy C. Straus is the latest addition 
to the staff of Harry G. Anschuetz, 
manufacturer’s representative, Phila- 
delphia. He comes from Lindley Elec- 
tric Supply Co. of that city. 











P. H. MircHe v has been transferred 
from the city counter to outside sales 
at Glasco Electric Co., Kansas City. 
R. A. Her, formerly of the Davis Elec- 
tric Co., Little Rock, is a new member 
of the inside sales staff. 


GEoRGE WoMACK is covering Baton 
Rouge and adjoining parishes in Louisi- 
ana for the Evans Electrical Supply Co. 
of that city. 


B. M. DeBee is now traveling the 
northern part of Ohio for Hardware 
& Supply Co., Akron. A. B. Hanson, 
a member of the outside sales force 
for 20 years, has recently been placed 
in charge of the electrical department of 
the Massilon branch warehouse. 


C. P. Myrick, Jr., has been trans- 
ferred from Providence to cover the 
Springfield territory of the General 
Electric Supply Corp. C. B. Brown 
comes from Boston as price clerk for 
the Springfield branch, replacing R. H. 
Lyons, who moves to Worcester as 
branch operating manager. 


Epwarp Norpin is selling for the 
Sager Electrical Supply Co. of Wor- 
cester, covering Worcester County. E. 
Francis Powers is manager of the 
radio parts department. 


C. W. Hunter has left the Missouri 
Inspection Bureau to join Melville B. 
Hall, Inc., as city salesman in St. Louis. 
He was formerly city electrical in- 
spector in St. Louis. 


GrorGE SHERWOOD has assumed the 
duties of branch manager of the Ann 
Arbor house of Michigan Chandelier 
Co. Tom Taytor and Joun St. GEORGE 
are on the sales counter. 


EpwarD KuRTZNER, JR., radio sales- 
man at Sager Electrical Supply Co., 
Lynn, has received his license as an 
amateur radio operator. His call let- 
ters are WIKDH. 


R. N. Fow er has been added to the 
payroll at General Electric Supply Corp., 
Knoxville, Tenn., selling major appli- 
ances. A. J. Lawson, of the shipping 
department, has been promoted to order 
clerk. A new member of the shipping 
department is ERNEST BEELER. 


Joun CAsEy is new local salesman at 
Lindley Electric Supply Co., Philadel- 
phia. 


Hucu DvunwnInNG, after an absence 
of two years spent in another line of 
business, has returned to his old job 
as counter salesman for the G.E. Sup- 
ply Corp. at Miami. 


L. H. Horn now sells all lines as an 
outside salesman at Atlantic Electrical 
Supply Co., Worcester, Mass. Horn 
was formerly with Delande’s Supply 
Co., Salem, Mass. 
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Profit from 
the increasing 






demand for 






mercury light 








In less than two years the demand for Type H 


General Electric Mercury Lamps has grown 






to a real volume. It is the ideal light source 






for meeting the growing industrial demand 






for higher lighting values. These mercury 






lamps produce from 60 to 140% more light 






for the same current consumption, and are 






self-starting on either 115- or 230-volt, 60- 






cycle circuits. 






A psychologically cool, white light can be 






obtained by combining mercury and incan- 






descent lamps in many conventional types 







of luminaires now on the market. ‘‘Go with 





O the tide” to greater profit from the sale of 
(36) Type H General Electric Mercury Lamps. 














Order your auxiliary devices which were de- 
signed especially for these lamps from the 
General Electric Vapor Lamp Company. Order 
the lamps from any of the seventeen Sales Divi- 
sions of the Incandescent Lamp Department. 


nec GENERAL @ ELECTRIC 
TYPE H ash 


General Electric Vapor Lamp Co. Incandescent Lamp Department 
891 Adams St., Hoboken, N. J. Dept. 165, Nela Park, Cleveland, O. 
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CAUGHT IN THE ACT. Don’t ever 
let it be said that electrical men aren't 
versatile or that salesmen and counter- 
men don’t ever have their moments of 
first class ambition. Here we have 
definite proof that at least two of them 
can wield a wicked hammer when duty 
calls. W. A. Searle Jr., salesman for 
Searle-Corey Co., Worcester, Mass. takes 
a cigarette in one hand and a hammer 
in the other and attacks nails with a 
vengeance. Walter Kendall, counter 
man, enjoys the job, but, “Look out for 
that thumb.” No wonder they're going 
so hard, that “Simon Legree’”’ Isabel 
Mitchell is on an inspection tour. 


RADIOS AND FIXTURES surround 
these jacketed fellows of the Atlantic 
Electrical Supply Co., Worcester, Mass. 
George Green, the tallest of the trio is 
the purchasing agent, but also does 
some selling. Harry Benson, who 
stands by the Emerson Radios is well 
acquainted with all branches of the 
business and Eugene Gardephe knows 
all the whys-and-wherefores of keeping 
stock. 





AMONG THE TRADE 





BY “BUD” CONKLIN 


Electrical Salesmen of Connecticut, 
along with those of six other states, 
have done a darned good job of selling 
farmers on the need for electricity. 
Today, 60 per cent of the farms of 
seven states are electrified. Utilities, 
and the electrical industry as a whole, 
have been promoting rural electrifica- 
tion in Connecticut since 1924 and every- 
one has reaped a _ harvest... 

Blue Monday will no longer be a 
day of drudgery if housewives can af- 
ford to heed the words of L. L. Shaw- 
ber, Westinghouse laundry equipment 
manager. Mr. Shawber’s department 
has developed the planned laundry, 
which is attractive and a time-saver for 
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housewives. It has been designed to 
meet the four essentials of washing 
(sorting, washing, drying, ironing) 
with a minimum of effort . 
Room Coolers are fast becoming 
items for the wholesaler’s salesman to 
handle. Manufacturers are now putting 
them up in “packages.” Technicalities 
are dropping by the wayside, and the 
selling problem has been materially sim- 
plified. Also, the “big shots” of many 
industrial plants are interested in ways 
and means for cooling their offices 
: Chicago continues to be 
the center of a hard-hitting range cam- 
paign. The Commonwealth Edison Co. 
is doing everything possible to get elec- 
tric cookery into those Chicago kitchens. 
This utility isn’t short-cutting the deal- 
ers or distributors, so distributors should 
sell a mess of ranges if they tie-in with 
the power company on this promotion 
Speaking of short-circuit- 
ing or cutting, there are far too many 
so-called wholesalers in every metro- 
politan city who take advantage of their 
wholesale discounts to sell the public at 
prices which retailers cannot hope to 
meet. Retail salesmen fall by the 
wayside before this type of competi- 
Oe. te “Orchids” to Joe Kur- 
zon and “Cap” Weir, who have done 
a remarkable job in and around New 
York City in creating better relation- 
ships among the wholesaling fraternity. 
Membership of the Eastern Electrical 
Wholesalers Association is steadily 
growing and the May dinner-dance, 
with an attendance of 848, testifies to 
the strength and accomplishments of this 
group Refrigerator deal- 
ers of Chicago are having tough sled- 
Bier. with a local house which issues a 
mimeographed sheet describing its “In- 
dustrial plan.” Attached to this an- 
nouncement is a price sheet listing eight 
makes of well-known refrigerators 
showing two prices, “regular list” and 
“your cost.” Discounts run from 24 per 
cent on up to at least 33 per cent 
.. CW. Kellogg, head of 
Edison Electric Institute, in an address 
before a Chicago sales conference of 
that group, said that 400 city elections 
held during the past four years, con- 
cerning municipal plants versus private 
utilities, have demonstrated that the 
public much prefers to have the private 
utilities continue serving them. Just as 
convincing as the findings of Mr. Kel- 
logg are past results. Records show 
that dozens of communities have at- 
tempted to operate their own plants, 
but have failed miserably and turned 
them over to private power companies. 
= Sue Price Cutting on the part 
of competition makes it difficult for the 
salesman who wants to follow the sheets 
and possibly this evil will be curtailed 
in 13 states, for that many legislatures 
have passed Fair Trade Acts making 
price cutting illegal when sales con- 
tracts have been made. Appliance deal- 
ers are plenty pleased. 
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AOR oat 


Here 1s a complete, handy, index 


of the electrical and allied products of some 


o,000 Manufacturers 

















Alphabetically arranged and supplemented, in many 
cases, by manufacturers’ advertisements giving de- 


tailed product information. 


Keep this book handy—use it in planning your buy- 


ing—it will save time and money for you! 














The Electrical Buyers 
Guide for 1937! 





Revised and Published Annually by 


ELECTRICAL CONTRACTING 


330 West 42nd Street 


New York, N. Y. 
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Wuars NEW 





A Section Devoted to Manufacturers’ 


Descriptions of Their New Products 





Angle Plug 


Of molded rubber, this new attachment 
plug is made in one piece with the cord, 
and at right angles to the cord. Changing 
the angle of the plug in this manner 
makes the cord lie close and flat against 
wall or baseboard. Plug is intended for 
use with lamps, clocks and small appli- 
ances, General Electric Co., Mdse. Dept., 
Bridgeport, Conn.—Electrical -Wholesal- 
ing, June, 1937. 


Loud Speaker System 


Providing communication between dif- 
ferent departments in one building or a 
group of buildings, this “Vocaphone” loud 
speaker system may be used as a paging, 
alarm, announcing and sjgnalling system. 
Master station equipped with light indi- 
cator to indicate which substation is 
calling. A buzzer system enables sub- 





station user to ring the master station. 
Built-in volume control permits tone 
regulation. Four-tube power amplifier is 
used with master station. Standard 
“Vocaphone” system may be used to con- 
tact from one to six stations. Installed 
by plugging cables from substations into 
respective sockets on .master terminal 
block. Talk-listen switches permit free- 
dom of both hands while using system. 
Special systems may be built for any re- 
quired number of substations up to 48. 
Miles Reproducer Co., Inc., 112-114 W. 
14th St, New York City.—Electrical 
Wholesaling, June, 1937. 
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Mixer-Beater 


Finished in white and ivory, with hori- 
zontal motor, this improved mixer has 
two heat-resisting bowls of 1 qt. and 3 
qt. capacity. Has separate, rust-proof 
beverage mixer. Air-cooled motor has 
three speeds. Large bowl turns on re- 
volving platform. Grooves in stand hold 
small bowl in two positions. Chromium 
beaters easily attached by spring lock. 
Mixing unit detachable, light, and may 
be used for stirring over heat. Extra 
attachments, including fruit juicer, vege- 
table slicer, shredder, grater, and beat- 
ers, may be used without shifting motor. 
Rubber feet on stand prevent marring of 
polished surfaces. Equipped with 6 ft. 
damp-proof cord. Operates on a.c. or d.c. 





Landers, Frary & Clark, New Britain, 
Conn.—Electrical Wholesaling, June, 1937. 


Focusing Headlamp 


For use by doctors, trouble shooters, 
and others desiring a handy light while 
both hands are occupied, this focusing 
light fastens by a strap around the head. 
May be focused to throw any type of 
beam. Sponge rubber pad protects wearer 
from rubbing of any metal parts. Small 
hook on web head-band holds cord away 
from user’s face and permits it to run 
underneath his coat to battery container. 
Container slips into coat pocket, or clips 
to belt. Light operates on either two, 





four, or six No. 2 flashlight batteries. 
Uses a No. 14 screw-base lamp. Burgess 
Battery Co., Freeport, Ill—Electrical 
Wholesaling, June, 1937. 











Study Lamp 


Rigid swinging arm of this new IES 
lamp permits optional placement of shade 
in a full arc. Clamp for attachment to 
table or desk is padded to prevent mar- 
ring of surface. Spread of light is ob- 
tained by 19 in. width of shade. Standard 
is 174 in. high. An unbreakable plastic 
luminaire provides diffusion of light. 
Finished in two-tone statuary bronze, 
with silver-plated trim. Also available in 
end-table size. Griest Mfg. Co., New 
Haven, Conn.—Electrical Wholesaling, 
June, 1937. 


Balanced Angle Reflector 


For use with the 400-watt high inten- 
sity mercury vapor lamp, this reflector 
will give wide distribution of light. No 
hot spots directly in front of unit. Uni- 
form illumination by means of overlap of 
adjacent reflectors. Reflectors are made 
from 14 gauge etching grade aluminum 
sheet. Mogul skeleton type socket with 
high heat wax and nickel-plated interior 
is rigidly mounted in cast aluminum 
hood. Hood is tapped for 4 in. conduit 
mounting and provided with conduit 
stop. Supplied with two types of dust 
covers, snap-on type and hinged type. 
Glass in both types is extra heavy, with 











acid etched inside and smooth outside 
surfaces. Westinghouse Elec. & Mfg. 
Co., East Pittsburgh, Pa.—Electrical 
Wholesaling, June, 1937. 


Bench Grinder 


Intended for practical shop use, this 
ball-bearing bench grinder is powered by 
standard constant speed motor of 3% h.p. 
Ball bearings protected by special bear- 
ing sleeves. Wheel guards made of new 
alloy with high tensile strength. Tool 
rests locked in base grooves, but ad- 
justable to compensate for wheel wear. 
Grinder may be bolted to bench or moved 
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to convenient locations by means of the 
carrying handle. Included as standard 
equipment are one fine and one medium 
wheel, also a 3 conductor cable. Black & 





Decker Mfg. Co., Towson, Md.—Elec- 
trical Wholesaling, June, 1937. 


Steel Crossarm Pin 


Designed for normal loading of 800 
pounds, this new pin is ‘suitable for 
telephone, signal and low-voltage lines 
of all types. Pin body is of high strength 
alloy steel. Base is square. Expanding 
wedge clip of stainless steel is fitted in 
slots at bottom of pin shank, replacing 
nut, washer and threading. Tap on in- 
stalling rod spreads wedge clip into sides 
of pin hole, locking pin in arm. Pins 
may be salvaged and used again. Fits 
in an té in. cross arm hole. Resistance 





to line pull from any direction in the 
horizontal is sufficient to offset 800 pounds 
strain with less than 10 degree deflection. 
Overall length, 84 in., base 235 in. diag- 
onal. Hubbard & Co., 6301 Butler St., 
Pittsburgh, Pa—Electrical Wholesaling, 
June, 1937. 


Insect Killer 


With the appearance of a decorative 
marine-type lantern, this “Death Ray” 
light electrocutes all insects that come in 
contact with its wire screen. Unit is 





| 














portable and may be screwed into any re- 
ceptacle. Operates on 110-240 volts, auc. 
and d.c. Uses 60-watt bulb. Copper or 
aluminum, with welded guard. Jackman 
& Co., 420 Twelfth St., Brooklyn, N. Y. 
—Electrical Wholesaling, June, 1937. 


Store Reflector 


This new unit is constructed to per- 
mit existing fixture suspensions to be 
attached to it. Cadmium plated metal 
bowl supports parchment shade which is 
clipped to it. Three legs of supporting 
tripod are screwed to bowl and fastened 
by small knobs. Husk is finished in 
triple plated cadmium-pewter of heavy 
gauge metal. Known as the “Bucking- 
ton”, this unit is furnished with or with- 
out mogul socket and plated loop for 
attachment to present suspensions. Avail- 
able in sizes to take either 300 or 500 
watt silvered-bowl lamp. Shade finished 
in ivory with silver striping. Silvray 





Lighting, Inc., School St. and Nelson 
Ave., Long Island City, N. Y.—Electrical 
Wholesaling, June, 1937. 


Vapor-proof Guard 


Large enough to take a 100-watt lamp, 
this guard is vapor-proof, spark-proof and 
shock-proof. Handle is of phenolic, 
mercerized material. Weatherproof socket 
is held in handle by means of two ad- 
justable supporting brackets. Cord strain 
relief in end of handle with adjustable end 
plug, into which is inserted rubber sleeve 
holding cord, with no strain on socket 
terminals, taping or splicing. Metal in- 
serts in handle hold screws, making it un- 
necessary to remove screws to disassem- 
ble complete unit. Cage is of ¥% in. solid 








Globe is of “Pyrex” heat- 
resisting glass. Overall length, includ- 
ing hook, 164 in. Guards finished in 
brown and bronze or black. McGill Mfg. 
Co., Valparaiso, Ind.—Electrical Whole- 
saling, June, 1937. 


brass wire. 


Set Tester 


At 20,000 ohms per volt, this set tester 
has full scale voltage readings of 23, 10, 
50, 250 and 1,000 dc., and the same 
a.c. ranges at 1,000 ohms per volt. Read- 
ings as low as one micro-ampere, and 
up to 500 milliamperes, are available. A 
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25-ampere range for checking current 
draw of auto radio sets included. Sensi- 
tivity allows for resistance readings up to 
40 megohms and tests as low as 4 ohm. 
Simpson Electric Co., 5216 W. Kinzie 





St., Chicago, Il1—Electrical Wholesaling, 
June, 1937. 


Ground Clamp 


Giving contact directly between ground 
wire and rod, these rigid ground clamps, 
known as “GF-13”, fit 4 in. to # in. 
pipe or conduit. Also take 4 in. to 1 in. 
diameter ground rods of any shape or 
material. Body of cast copper alloy. No 
loose parts. Can be used with either a 





screw driver or wrench. H. B. Sherman 
Mfg. Co., Battle Creek, Mich.—Electri- 
cal Wholesaling, June, 1937. 


Portable Range 


With a handle for carrying, this range 
may be moved from place to place and 
plugged in any convenience outlet. Suit- 
able for light housekeeping, camps, sum- 
mer cottages. Operates on 110-120 volts, 
a.c., 1650 watts. Oven attains 400 degrees 
in about 9 minutes. Will boil, broil and 
toast. Upper part of oven accommodates 
standard roaster. Rack with broiler for 
toasting. Range is insulated with mineral 
wool. Sheet aluminum oven liner. Double 
steel construction. Automatic tempera- 
ture control. Also available in non-auto- 
matic model, operating on both a.c. and 
d.c. GO Electric Corp., 342 Madison 





Ave., New York City—Electrical Whole- 
saling, June, 1937. 


Two-Circuit Switch 


Specially designed for the purpose, 
these switches will control the new two- 
filament three-light lamps having com- 
bined loads as high as 1,250 watts. First 
pull on cord lights small filament, second 
pull turns it off and lights large filament. 
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Third pull causes both to burn. Fourth 
pull turns both off. Comes in stem 
lengths for all types of fixture, canopy, 
floor and table lamp, and outlet box. 
Equipped with 7 ft. cord, plain lever or 








cord control with bell at the end. Can 
also be used as wall switch. Standard 
finishes, brush brass, jap bronze and 
nickel flash. McGill Mfg. Co., Valpa- 
raiso, Ind.—Electrical Wholesaling, June, 
1937. 


Movable Bracket 


Constructed with a swinging arm, this 
wall bracket may be pulled out from wall 
when in use. Made with three-way 
switch, giving three degrees of light, 
either 40, 60 or 100 watts. Maximum 
extension of swing bracket is 94 in. 





Chrome finished, with opal glass shade. 
Efcolite Corp., Trenton, N. J.—Elec- 
trical Wholesaling, June, 1937. 


Residential Fixture 


Involving no installation expense, this 
“Lightmaster” unit screws into any open 
socket. Silvered-bowl lamp __ inserted 
through opening in unit becomes part of 
fixture design. Indirect lighting is pro- 
vided. Socket-extending device is avail- 
able where it is desired to lower fixture 
from outlet. Constructed of heavy gauge 
steel, lower disc is finished in French 





gray, set off by lines of relief. Chromium 
plated trim. Interior finish of aluminum. 
Silvray Lighting, Inc., School St. and 
Nelson Ave., Long Island City, N. Y.— 
Electrical Wholesaling, June, 1937. 
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Industrial Heater 


” 


Heat source of this new “Electromode 
industrial heater is a cast aluminum grid 
which has been poured around a calrod 
heating element. This grid construction 
eliminates hot wires and dead air space. 
Motor-driven, four-bladed aluminum fan 
runs on_ graphite-impregnated bronze 
bushing for quiet operation. Heat can be 
directed by moving series of adjustable 
deflectors mounted on front of unit. 
Equipped with on-off switch. Provided 





with thermal safety switch to prevent 
damage from overheating or stopping of 
fan. Obtainable with thermostatic con- 
trol. Heater may be suspended from ceil- 
ing by eyebolts, or fastened to wall with 
angle braces. American Foundry Equip. 
Co., Mishawaka, Ind.—Electrical Whole- 
saling, June, 1937. 


Raintight Breaker 


This line of “Multi-breakers” is now 
available in raintight boxes for outdoor 
use, up to 8 circuits. New boxes have 
swing-out interior and elevated base. 
Solderless connectors. Enclosures are 
made of galvanite, rust-resistant, finished 
in baked aluminum. Knockouts in back 
and sides are located below the bottom 
of the base, and base is set forward in 
box to prevent moisture from dripping or 
condensing on the terminals. Circuit 
capacities of 15, 20, 25, 35 or 50 amperes 
available for either 2-wire or 3-wire solid 





neutral 115/115-230 volts a.c. services. 
Square D Co., 6060 Rivard, Detroit, 
Mich. — Electrical. Wholesaling, June, 
1937. 


Panel Instruments 


This line of panel instruments has 
bridge-type construction and_ soft-iron 
pole pieces. Manufacturer claims in- 
creased initial accuracy and lasting accu- 
racy over a period of years formerly only 





available in higher-priced instruments. 
Simpson Electric Co., 5216 Kinzie St., 





Chicago, I1l.—Electrical 


June, 1937. 


Modernistic Fan 


Known as “No. 420,” this fan is styled 
in modernistic design. Induction type 
motor operates on 110-120 volts, a.c. only. 
Balanced chrome blades deliver 725 cubic 
feet per minute. Oscillating mechanism 
is enclosed; gears sealed. Has walnut 
frame, chromium trimmed. Will not in- 
terfere with radio while in operation. 
Also available in console type model 
without stand. Robeson-Rochester Corp., 





Rochester, N. Y.—Electrical Wholesal- 
ing, June, 1937. 


Molded Plastic Reflector 


This new reflector is the largest piece 
of molded plastic ever produced. Known 
as the “Commodore Luminaire,” it is 
available for use with lamps of 750, 1,000 
and 1,500 watt sizes. An aluminum 
hanger with satin aluminum finish is com- 
bined-with the 263 in. molded Plaskon re- 





flector. The reflector, which weighs 5 
pounds, takes the place of a similar glass 
reflector weighing 26 pounds. F. W. 
Wakefield Brass Co., Vermilion, Ohio.— 
Electrical Wholesaling, June, 1937. 
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Wholesaling, 











Sales Come Easy.. 


WITH THIS FAMOUS 








@ TRICO'S consistent advertising program paves the way 
for Jobber salesmen. 


@ Every month thousands of prospects everywhere read the 
TRICO message in leading Trade Journals. 


@ Every month TRICO direct mail pieces reach 30,000 fuse 
buyers. 


@ TRICO advertising constantly glorifies the quality and 
money-saving features of that famous combination— 
TRICO Powder-Packed Fuses and KLIPLOK Clamps. 


@ Industrial Trust and Confidence has been built in the 
TRICO Trade Mark. 


THE DOOR IS WIDE OPEN TO GREATER SALES AND PROFITS 


Let us help you sell the famous TRICO COMBINATION ... 


Send for literature, samples Call on the TRICO Representative 
Sales helps — proposition. for any assistance you may need. 
DO IT TODAY! He will be glad to serve you. 
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IN CANADA 
with THe Famous 
TRICO FUSE MFG. CO. TAMPER-PROOF IRVING SMITH, LTD. 
MILWAUKEE, WIS., U. S. A. POWDER-PACKED KLIPLOK MONTREAL 
ELEMENTS 
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—the answer in 


2 SECONDS! 


— when blown on light overloads 





Black link against 
white interior assures 
maximum visibility 


» BLAC-LINK 


Labeled 
PLUG FUSES 


For circuit protection under all conditions a fuse has no 
substitute, because when a fuse blows, the circuit is 
a eee Opened; and a fuse is not dependent on mechanical opera- 
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William H. Hall 


William H. Hall, Jr., secretary and 
treasurer of the Baldwin-Hall Co., 
Syracuse, died suddenly at his home, 
after an illness of a few days. He was 
54. 

Mr. Hall was born at Seneca Falls, 
N. Y., and came to Syracuse in 1905. 
Except for five years spent in Chicago, 
he had lived in Syracuse all his life. 
He was an alumnus of Syracuse Uni- 
versity, and a graduate of the College 
of Law. 

After completing his law studies, he 
entered the employ of the Westinghouse 
Electric & Mfg. Co., and later was 
associated with Pass & Seymour, Inc., 
as manager of the company’s Chicago 
offices. 

In 1921, with Fred S. Baldwin, he 
established the Baldwin-Hall Co., 
wholesaler of electrical, radio and mill 
supplies. 

Active in the wholesaling industry, 
Mr. Hall was an executive of the 
Mohawk Valley Club, New York State 
wholesalers association, and was a 
member of the executive committee of 
the National Electrical Wholesalers 
Association, 


Paul A. Sieberling 


Col. Paul A. Sieberling died at his 
home in Jonesboro, Ind., after a linger- 
ing illness. He was 42 years old. Col. 
Sieberling was manager of Jonesboro 
plant of the Essex Wire Co., Paranite 
Div., having hela this position since 
1932. Previously, the factory had been 
owned and operated by his father. 

Col. Sieberling was born in Jones- 
boro and lived there most of his life. 
He was educated at Marion High 
School, Purdue University and the Uni- 
versity of Pennsylvania. He was a 
World War veteran, and received two 
decorations for bravery. 


Harry W. Simpson 


Harry W. Simpson, 54, died at the 
Billings Memorial Hospital, Chicago, on 
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April 14. He had been manager of 
the Chicago branch of Essex Wire 
Corp. for the past seven years. His 
previous connections in the industry 
were with Anaconda, Maring Wire and 
Belden Mfg. Co. 


Morris Cartin 


Morris Cartin, president of the Capi- 
tal Light & Supply Co., Hartford, Conn. 
died in that city on April 23 at the age 
of 44. Although born in New York 
City Mr. Cartin spent the greater part 
of his life in the Connecticut town. 





| 


He entered the electrical business as a | 


contractor, discontinuing that endeavor | 


in 1926 to found the wholesaling firm. 


C.B.S. Highlights Summer 
Radio Audience 


“There will be 2,000,000 more U.S. 
radio families in the summer of 1937”, 
is the opening statement of a current 
promotion piece of the Columbia Broad- 
casting System. 

Titled, “A Summary Of Summer 
Radio Facts”, this attractive, 15-page 
booklet outlines why advertizers should 
continue the radio medium during the 
summer period. According to Colum- 
bia’s figures, there are two million more 
U.S. home radio sets than in 1936, and 
four million additional receivers will be 
used on vacations and week-end trips. 

The fact-gatherers further bring out 
that five million motorists will have 
radios available as they breeze along 
America’s highways. Totalling up, the 
broadcasting company predicts that no 
less than 34 million receivers will be at 
hand during the summer of 37. 

Aware that all home-radios are not 
turned on continuously, Columbia’s re- 
search department forecasts “77,000,000 
U.S. family-hours of listening each 
summer day in 737”. 








LAMP MANAGER. A. E. Olson was 
at his desk and probably figuring up his 
lamp sales when he happened to glance 
up. Here’s the result. Mr. Olson is 
with R. H. McMann, Inc., New York 
City. 








The 
OPEN DOOR 


oO 





% Yes Sir! Open, day in and day out 
—no wonder—the call for Killark Fittings 
is a continuous one—they are well liked— 
they are easy to install—the ‘flat back" 
makes them stay put—they cut installation 
costs, and they are dependable for use in 
hazardous locations. 


But action speaks louder than words 
and that is where it is up to you. Remem- 


ber! substantial profits, live markets, rapid Type SLB Type VACTX 
turnover. A complete line of more than 
1200 sizes and types. Start off by sending 
for our catalog. 


Type GNB bracket with 
type GNF flange 


da be 


Type GEUE Type GECME 





Type NC with blank cover Type GCSC ground clamp Type FB 


KILLARK ELEC. MFG. CO. 


3940 EASTON AVENUE, ST. LOUIS, MO. 
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Tell this to 
your customers— 


To Insure 
Low Installation Costs Use 


APPLETON NO-THREAD MALLEABLE UNILETS 


Appleton No-Thread Unilets save time and 
money, because they are so easy to install. And 
after they’re installed, they will last a lifetime, 
insuring low maintenance costs. 


Insert the conduit—tighten the nut—the job’s 
done. Naturally, workmen like to use them. In 
tight corners and cramped working space, they’re | 
easy to install. 

Made of malleable iron, finished with cad- 
mium, Appleton No-Thread Unilets resist cor- 
rosion and rust. Strong and light, yet constant 
vibration and hammering doesn’t harm them. 

There is a size and type of Appleton No- yO? 
Thread Malleable Unilet fer any job Send for | No-Thread ‘Tnitet 
free catalog. fe 

















Sold through Wholesalers 


APPLETON ELECTRIC COMPANY 





| Type ‘LL’ 


. , . ~ Dp 
1734 Wellington Avenue Chicago, U.S. A. No-Thread Unilet 
New York 76 Ninth Avenue Detroit 7310 Woodward Ave. | 
San Francisco 655 Minna St. St. Louis 420 Frisco Bldg. 
Los Angeles 340 Azusa St. Atlanta 203 Lackie St., N.W. 











APPLETON ___Norhread Counting | 
No-Thread Malleable 


The Original Threadless Conduit Fittings UNILETS 














BooK REVIEWS 


WHOLESALING PRINCIPLES AND 
Practice. By Theodore N. Beckman 
and Nathaniel H. Engle, 628 pp., 34 il- 
lustrations, 61 tables. The Ronald 
Press Co., New York, 1937. $4.00. A 
complete study of the what and why 
of wholesale distribution, written by 
two experts who have devoted many 
years to the study of marketing meth- 
ods and problems. Over half the book 
is devoted to problems of operation and 
management, which concern’ every 
wholesale executive. Recent develop- 
ments such as cooperatives and New 
Deal legislation, including the Robin- 
son-Patman Act, are discussed in the 
final chapters. Manufacturers will find 
in the section on modern wholesaling 
systems an excellent presentation of 
the relative merits of distribution 
through wholesalers, through manufac- 
turers’ agents, and by direct sales con- 
tact. Students of marketing will be 
particularly interested in the opening 
chapters on the nature and evolution 
of wholesaling. Never before have the 
broad aspects of wholesaling been pre- 
sented so completely within the covers 
of a single volume. 





Tue CAUSES AND ELIMINATION OF 
Rapio INTERFERENCE. By Joseph L. 
Foster, radio interference engineer for 
the Long Island Lighting Co. Bound 
in stiff covers. C. W. Nelson Co., 
South Braintree, Mass., 1937. $1.50. 
Dealers, servicemen and radio listeners 
who want to know how radio interfer- 
ence complaints can be best handled 
will find the answer in this book. Gives 
a comprehensive analysis of the radio 
interference problem. This book tells 
just how power company investigators 
go about locating sources of interfer- 
ence, and explains just what conditions, 
either on the power distribution system 
or in the radio listener’s home may be 
responsible for high noise level. Written 
in a non-technical manner, the book 
will be found interesting as well as in- 
formative to all who have ever en- 
countered radio interference. 


New Data on Operating Costs 


The latest Census bulletin on whole- 
sale distribution includes an analysis 
of operating expenses of wholesale 
merchants and industrial distributors. 
Separate figures are given for each kind 
of business and are broken down into 
nine geographical districts. Data on 
electrical wholesalers and _ electrical 
specialty distributors is reported sepa- 
rately. Copies of this bulletin, entitled 
“Wholesale Distribution, Volume 6”, 
are available from the Bureau of the 





Census, 2401 Chestnut St., Philadelphia. 
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Di HAND WITH SECURITY 
ck- g that stays sold. No returns—no com- 
in no a customers. Order Security today. 


NON-RAVELING 

STRAIGHT - TEARING 
HIGH TENSILE STRENGTH 
HIGHLY INSULATING 
STRONG ADHESION 




















SECURITY BEYOND PRICE 
AND SPECIFICATIONS 


United States Rubber ah 
) = = 


United States Rubber Products, Inc., New York, N. Y. 
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TRADE BULLETINS 





Centrifugal Compressors — Descrip- 
tive folder lists thirteen applications for 
centrifugal compressor in new plants 
and for additions and replacements.— 
Carrier Corp., 850 Frelinghuysen Ave., 
Newark, N. J. 


Cleaners—Bulletin, 4 pp., illustrated. 
Describes three-in-one cleaner which 
may be used for suction cleaning, blow- 
ing, and spraying.—Ideal Commutator 
Dresser Co., 1047 Park Ave., Sycamore, 
Ill. 


Clocks—Folder, illustrated, depicting 
new models of line of self-starting syn- 
chronous electric clocks —Warren Tele- 
chron Co., Ashland, Mass. 


Condensers—Complete catalog facili- 
tates finding kind of condenser best 
suited for any given application.—Aero- 
vox Corp., 70 Washington St., Brook- 
lyn, N. Y. 


Connectors—Catalog, 16 pp.,_ illus- 
trated. Price lists, code words, di- 
mensions and data on line of solderless 
connectors and lugs.—Dossert & Co., 
242 W. 4lst St., New York City. 


Cooling Systems—Booklet describing 
ventilating and cooling systems with in- 
structions for installation—American 
Coolair Corp., Jacksonville, Fla. 


Heaters—Sales plans, advertisements 
and displays for dealers, to help move 
electric heaters. — Wesix Electric 
Heater Co., San Francisco, Cal. 


Home Laundering—Booklet, 42 pp., 
illustrated. Suggests methods of home 
laundering, soaps, stain-removing proc- 
eses and proper care of washing ma- 
chine-—Westinghouse Elec. & Mfg. 
Co., Merchandising Div., Mansfield, 
Ohio. 


Kitchen Plans—Manual, illustrated, 
showing kitchen equipment in monel- 
metal finish and architectural steel con- 
struction —Whitehead Metal Products 
Co., 304 Hudson St., New York City. 


Live Line Clamp—Bulletin 4035. II- 
lustrates and describes applications of 
completely insulated live line jumper 
clamp for shunting defective equipment, 
grounding and tapping—Burndy En- 
gineering Co., 459 E. 133rd St., New 
York City. 


Localized Lighting—Booklet  de- 
scribes and illustrates reflectors spe- 
cially designed for industrial applica- 
tions where high intensity of light over 
limited areas is required.—Fostoria 
Pressed Steel Corp., Fostoria, Ohio. 


Meters—Bulletin GEA-2404A, 16 pp., 
illustrated. V-type meters and installa- 
tions with prices and schematic con- 
nection diagrams.—Generai Electric 
Co., Schenectady, N. Y. 


Regulators—Booklet, 16 pp. Direct- 
acting generator-voltage regulator, type 
GDD, for direct-current machines.— 
General Electric Co. Schenectady, 


Regulators — Bulletin announcing 
carbon-pile regulators for voltage, cur- 
rent and speed control.—Ideal Com- 





Remember 








LUCK 
SAM”? 


Salesmen enjoyed 
Sam’s continuous run 
of tough breaks be- 
cause his experiences 
frequently paralleled 
some of their own. 
Somewhat battered 
by the depression, but 
rarin’ to go, Hard 
Luck Sam returns in 
July ELECTRICAL 
WHOLESALING, and 
will continue in subse- 
quent issues, guided 
by the experienced 
hand of Coit A. (Duke) 
Smith, his creator. 





Also 


IN JULY 
ELECTRICAL 
WHOLESALING 


Attic Ventilation— 
Stands at the Cross- 
roads. 

Abbott of Revere— 
Specializes on Coffee 
Mokers. 

Prospects for Mercury 

Vapor Lighting— 

Are Easy to Find. 
More Candid Camera 
Shots— 

of Hot Springs Con- 

vention. 
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mutator Dresser Co., 1047 Park Ave., 
Sycamore, II. 


Rural Electrification — Booklets: 
“Light for the Farm”; “As the Twig 
Is Bent”; “G.E. Offers Field Tested 
Farm Lighting Program”, which cover 
various parts lighting plays in increas- 
ing the comfort of rural life-——General 
Electric Co., Nela Park, Cleveland, 
Ohio. 


Solenoid Starter—Outline of develop- 
ment and applications of solenoid mo- 
tor starters.—Allen-Bradley Co., Mil- 
waukee, Wis. 


Switches—Catalog sheet, announcing 
portable switches for control of electric 
roasters and other appliances.—M. H. 
Rhodes, Inc., Rockefeller Center, New 
York City. 

Switches—GEA-821F. Gives data 
and operating characteristics of pres- 
sure and vacuum switches, CR2927, 
a.c.-d.c., maximum voltage, 550.—Gen- 
eral Electric Co., Schenectady, N. Y. 


Textile Motor—Folder, GEA-1557A. 
Screenless open textile motor, poly- 
phase, 73-10- and 15 hp. ball-bearing. 
—General Electric Co., Schenectady, 
N, 3. 


Time Controls—Folder, 16 pp. All 
newest time control devices described 
and illustrated—M. H. Rhodes, Inc., 
Rockefeller Center, New York City. 


Transformers—Catalog No. 371-ML, 
covers transformers for mercury vapor 
lamps, including specifications for in- 
door and weather-proof models.— Jef- 
ferson Electric Co., Bellwood, Ill. 


Vacuum Cleaners—Booklet, 14 pp., 
illustrated. Complete list of vacuum 
cleaners and _ sales helps, including 
newspaper and direct mail campaigns, 
radio spot announcements, trade adver- 
tising. — Electric Vacuum Cleaner Co., 
Inc., 1734 Ivanhoe Rd., Cleveland, Ohio. 


Water Heaters—Retail sales _pre- 
sentation for water heater salesmen.— 
Westinghouse Elec. & Mfg. Co., East 
Pittsburgh, Pa. 


Water Systems—Dealer handbook, 28 
pp., gives suggestions and information 
on selling electric water systems to the 
rural market. Also sales information 
for small towns, summer cottages, etc. 
—Edison Electric Institute, 420 Lexing- 
ton Ave., New York City. 

Welders—Bulletin gives notes on 
operation, action photos and all uses of 
welders from vertical 75 ampere types 
to 600 ampere horizontal models.— 
Harnischfeger Corp., 4200 W. National 
Ave., Milwaukee, Wis. 

Window Lighting—Presentation of 
principles behind modern display light- 
ing, with design features of line of re- 
flectors. Illustrated with views of in- 
stallations in actual show windows.— 
Reflector & Illuminating Co., 1431 W. 
Hubbard St., Chicago, IIl. 


e 
Air-Conditioned Ship 
For Japan 


The Imperial Government Railways 
of Japan, leading transportation agency, 
has installed a Carrier air-conditioning 
system in its 8000-ton liner, Koan Maru. 






FIVE ESSENTIALS TO 
SALES PRESTIGE 


1. eaves AINE [| 47+ 





Bs PRODUCTS | 
2. Prete Check © xz. ae 
Steady On All 5 wees 


» Turnover (> ee 


3 with a long line of quality en aan 
Builders, Anchoring Devices, LEAD ANCHORS 
4 Full Stock and and Metal Specialties, for the 


. 
H +H Electrical, Hardware, and Mill 2 
»s Quick Service Sungly edlias | | 


‘ s _ EXPANSION 
Single Standard THE DAJINE co. | © “ancsoxs 


J Polic 951 Carroll Ave., Chicago 
« Sales y 79" Barelay St... New York City 


(Wholesale Only) Send for New Complete Catalog 











— AND MANY OTHER TSONDVIT CLAMP 











BUILDERS METAL SPECIALTIES @=Wv S&P 
CONDUIT ROMEX STRAP 











Bias Tapes that Lie Snug and Flat 


HE exceptional elongation (stretchability) possible with Acme 

Varnished Bias Tapes allows them to be fitted in snug layers 
around joints and coils—producing a smooth, flat-lying job that 
assures maximum service and workmanlike appearance. 
Acme Varnished Cambric Tapes are available in yellow or black. 
bias or straight, dry, tacky, greasy, ¥2" width and up. Varnished 
papers and silks also supplied in all thicknesses and types. Trial 
samples when requested. 


Acme 

















THE ACME WIRE CO., NEW HAVEN, CONN. 





VARNISHED INSULATIONS - MAGNET WIRE - COILS - CAPACITORS 
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OLIVER 
FORGED STEEL INSULATOR PINS 
IN LEAD THREAD OR OAK COB TYPES 


Available in the widest variety of shapes and 
sizes, Oliver Insulator Pins are forged from mild 
open hearth steel. Lead thread types are accurate 
in size and positively locked against removal by 
a special process establishing a perfect bond 
between lead and zinc coating. 


OLIVER IRON AND STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 





OLIVE Rae mK MATERIALS 





APPROVED “ae SINCE 1894 


No. 130 "LATROBE" 


e PROFIT 
ADJUSTABLE WATER- 


No. 284 DUPLEX s CUSTOMER TIGHT FLOOR BOX 












































RECEPTACLE NOZZLE No. 130 Box with No. 207 
_ ; Bell Nozzle. Cut-away 
With %” brass pipe ex- SATISFACTION view illustrates how tap- 
tension. Neatest and most ered unit receptable fits 
compact fitting obtain- tapered opening in ad- 
able. Also available with justable ring. Design 
%” pipe extension. Full- eliminates many small 
man also offers Duplex < parts. Cover plate 3%”— 
Telephone Nozzles. wit overall height 3%”. 
A Complete WRITE 
RESIDENTIAL, 
COMMERCIAL, for 
INDUSTRIAL 
Line CATALOG 





LOOR BOKE? 
AND WIRING SPECIALTIES 


FULLMAN MFG. CO. Pinon" 






































MOVES UP. No wonder Ray Elta 
looks so pleased and prosperous. Ray 
has been with the Standard Electric Sup- 
ply Co., Milwaukee, for the past three 
years and was promoted not long ago. 
He’s now on the sales force, covering 
the northern part of Wisconsin. 





| CLASSIFIED ADS 


Rates: Fifty words or less, one inser- 





tion $2.00, additional words two cents 
each. Payment in advance is required 
for advertising in this column. 


Position Available 


Sales Manager. A large and long- 
established midwest electrical supply 
house desires a man to asume full re- 
sponsibility of supply, fixture and small 
appliance sales. In letter, please state 
age, experience, salary desired and 
reference. Box 65, ELECTRICAL WHOLE- 
SALING, 330 W. 42nd St., New York 
City. 


Representatives Wanted 


Established Manufacturer of high 
grade wire and cable connectors has 
several territories open for commission 
agents handling related electrical prod- 
ucts and with large following among 
electrical wholesalers, manufacturers, 
and public utilities. Attractive side line 
for right men. Replies should state lines 
now selling and territory covered. Box 
61, ELectricAL WHOLESALING, 330 W. 
42nd St., New York City. 


Progressive Manufacturer of well- 
known quality line of household elec- 
trical appliances, desires ambitious sales- 
men for various territories, with selling 
experience through hardware, electrical, 
jewelry, drug, automotive jobbers, as 
well as department stores and utilities. 
Excellent money-making opportunity 
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SIMPLE, ISN’T IT? 





SOLDERLESS CONNECTOR 


NOTICE: The triangular wedge formed by 
the tang and V-bottom collar, 


mesh— 

NO set-screw contact . . . 

NO flattening or separating of 
wires... 

NO limitation to one size wire . . 

NO shearing effect whatsoever . . 

NO special tools required to 
make connection . . . 


NO need for you to search any longer for the PERFECT 
Solderless Connector—WE HAVE IT! 








Ilsco solder lugs show the size of the largest 
wire they will take. 





FREE—A large display board, 
containing mounted samples of 
ILSCO lugs. Sent upon request. 











which forces the wire into a solid | 


; hardware and appliance jobbers. 





-ILSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Road, Cincinnati, Ohio 


YAGER'S 
has stood 
the ; 

Test of 
Time 











Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


Vy pound cans. . . $0.50 ea. 

1 poundcans... .80 ea. 

5 poundcans... 3.00 ea. 
Less by reshipper cartons. 


Ask for 
FREE SAMPLE 


Alex R. Benson Co. Inc. 
Hudson, N. Y. 











and future for right men. Must be 
under forty, good conversationalist; 
must have brilliant personality, clean 
cut appearance. Must be willing to 
travel and not afraid of good, hard 
work. Excellent compensation based on 
salary with annual bonus arrangement. 
Reply by letter, giving full details of 
experience, and enclose recent photo- 
graph. Information will be held confi- 
dential. Box 64, ELectricaL WHOLESAL- 
ING, 330 W. 42nd St., New York City. 


Lines Wanted 





There’s Profit 
In Private 
Telephones 





Manufacturers Representative, lower 


peninsula of Michigan, intimately ac- 
quainted with auto, truck, trailer and 
refrigerator manufacturers, other indus- 


trials and utilities, desires additional 
lines. Preferably production. Sales 
record above average. Confidential, 


Box 63, ELECTRICAL WHOLESALING, 330 
W. 42nd St., New York City. 


Manufacturers Agent, in California. 
We desire not more than two additional 
nationally-known lines not competing 


with present set-up. Lines which have | 


outlet through wholesale electrical, 
offer: 1. A successful selling record. 
2. Ability to plan and execute successful 
sales campaign. 3. Our own warehouse 
for lines which require carrying of stock. 
4. Assurance of financial responsibility 
for local billings; monthly report by 
C.P.A. of all transactions. 5. Facilities 
for carrying on any mailing campaign. 
We invite an exchange of correspon- 
dence with those manufacturers seeking 
better distribution of their products in 
this territory. Box 62, ELECTRICAL 
WHOLESALING, 883 Mission St., 
Francisco, Calif. 








SOUTHERNER. P. C. Gilhbam, Jr., of 
Electric Sales & Service Co., Atlanta. 
Gilham is quite a fisherman when away 
from the office. Some people are real 
fisherman while sitting at their desks 
talking about their catches, but “P. C.” 
brings in the evidence. He recently re- 
turned from a trip and in the warehouse 
was a barrel chuck full of mackerel to 
show that he catches ’em. 


June 1937 — ELECTRICAL WHOLESALING 





San | 





We | 


Your customers that need quick 


interior communication —a nd 


| practically all of them do—vwill 
find no finer private telephones 
\than these handsome modern 
| handsets, made by one of the old- 
est and largest manufacturers of 
public telephone exchange equip- 


ment, 


AUTOMATIC ELECTRIC 
INTERCOM. SYSTEMS 


are supplied in capacities of 2, 6, 10 
and 11 stations with wall or desk type 
telephones. Being easy to install, sim- 
| ple to operate and good to look at, 


| they will find a ready market in your 


| territory. Write for catalog § and 
| discounts. 
AUTOMATIC ELECTRIC 


INTERCOM. systems are de- 
signed for private service. 
They cannot be connected 
with the public telephone 
system. 


American Automatic 
| Electric Sales Company 


| 1033 West Van Buren Street Chicago 






































Everything you need and 


You can get a 
PENN-UNION fitting for 
every type of connection— 

All conductors; any combin- 
ation of tube, bar, wire, and 
cable. ' ; 








More 
than 
6,200 


and every one — 
carefully de- — 
signed, and 
thoroughly 
tested, DE- 
PENDABLE, 
mechanically, 
and electric- 
ally. 


Preferred by the leading 
utility companies and ‘‘indus- 
trials.”” Millions of PENN- 
UNION fittings giving unfailing 
service. Write for Catalog. 


Sold by leading jobbers 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. 
You'll find it in the complete line— 


te 


Conductor Fittings 


80 
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[ia New Federal No. 30 Horn 


With Directional Projector 


@ For large plants 
yards everywhere. 







only . . ,_type 
for d.c. Built to 
last a life time. 





No. 30 Horn 


New Federal No. 30-A 


With Grille Front 


@ Same as No. 30 
except for grille. Spe- 
cial steel diaphragm. 
Ask about 


ew 
industrial 
Bulletin No. 57, 
FEDERAL ELECTRIC CO. 


8758 So. State Street 
Chicago, Ilinois 











SHERMAN 
SPLICING SLEEVE 











Only high quality pure copper used in 
manufacture. Annealed to proper temper. 
Free from burrs. Will not overheat. 
Accurately made. Sold by jobbers. 


@ Send for samples and Bulletin No. 20 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 




















ORIGINAL |. 
SOLDERING | Guy: ri 
( a, a vs ne, 4 { 

PASTE i 


en eee 





A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence—it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery 4 Mto. 
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